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FORM CONNECTICUT 
CONSERVATION ASSN. 


Special Agents and Inspectors Meet at 
State Capitol and Elect S. C. 
Avery, President 


ADDRESS BY RICHARD M. BISSELL 
National Board President Says There 
are 500 Insured Fires Daily— 
Governor Talks 








After being addressed by President 
Bissell, of the National Board of Fire 
Underwriters, and Governor Holcomb, 
special agents and inspectors of all fire 
insurance companies doing business in 
Connecticut, who had convened in the 
State Capitol, organized the Conserva 
tion Association of Connecticut a few 
days ago. S. C. Avery, of Hartford, 
was made permanent chairman and 
president of the association. An ex 
ecutive committee consisting of W. B. 
Cruttenden, Meriden; F. W. Brodie, 
Hartford; H. ©. Buck, Hartford; F. F. 
Small, Hartford, and €. H. Senter, 
Hartford, was appointed. 

In his address Mr. Bissell, who is 
also chairman of the Connecticut State 
Council of Defense, outlined the need 
ot the work. He told what the Na- 
tional Board of Fire Underwriters is 
doing in conservation work. 

A week or two before war was de- 
clared, Mr. Bissell said, there was 
fear that the water works in various 
parts of the country would be blown 
up by alien enemies. At that time the 
National Board offered its services to 
the Government to protect these water 
works. Mr. Bissell and others went to 
Washington, and by the time they 
reached the capital, war had been de- 
clared, and the Council of National 
Defense was busily preparing for the 
civilian activities of the war. The of- 
fer of the National Board of Fire Un- 
derwriters was turned over to this 
council by Secretary of War Baker, 
and immediately several other things 
which could be done were given to the 
fire insurance men. 

The first need was information con- 
cerning factories that could make mu- 
nitions. The fire insurance companies 
all had reports on file, and were able 
to provide the Government the infor- 
mation it wanted without delay. The 


(Continued on page 16) 




















Liberal Contracts 


STRENGTH 


“The Largest Fire Insurance Company in America.” 


THE HOME 


INSURANCE COMPANY 


NEW. YORK 





ELBRIDGE G. SNOW, President 


FULL WAR COVER 


INCLUDING 
BOMBARDMENT and EXPLOSION 


Reasonable Rates 


REPUTATION SERVICE 

















North British 


Established 1809 


and Mercantile 


Entered United States 


1866 Insurance Co. 


Policyholders protected by the entire United States assets, 


with further guarantee in every policy, of protection 


by entire fire assets of the company which 
are many times larger. 
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Operating under Iowa Reserve Deposit 
Law, which safeguards all policyholders 
Entered for business in 18 States 


GOOD TERRITORY OPEN. 
ATTRACTIVE POLICIES TO SELL. 
LARGE ANNUAL DIVIDENDS. 
LOW NET COST. 


For agency apply to 
H. E. ALDRICH, Supt. of Agents 
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EQUITABLE LIFE 


of IOWA DES MOINES, IOWA 








TWISTED BANKER 
WALTER T. ROSEN 


Hugh V. Rooney After Hearing is Re- 
fused Agent’s Certificate By 
Superintendent Phillips 
COMPLAINTS MADE TO PRIDDY 
Action of Department Upon Evidence 


Filed By Life Underwriters 
of New York 


Some months ago complaint was 
made to the Life Underwriters’ Asso- 
ciation of (New York about the activi- 
ties of Hugh V. Rooney, a well-educated 
and experienced life imsurance agent 
who was selling life insurance from an 
office in lower Broadway. The com- 
plainants, including at least one prom 
inent general agent, took their griev- 
ances to Lawrence Priddy, then presi- 
dent of the (New York association, who 
in turn referred the documents in the 
case to the New York Insurance Depart- 
ment. 

Among the charges were that Rooney 
was twisting business in the wholesale 
district, and there was also a specific 
charge that he had induced Walter T. 
Rosen, of Ladenburg, Thalmann & Co., 
distinguished bankers in the financial 
district of New York, to drop policies 
aggregating at least $150,000, and to 
substitute these for other policies. It 
is believed that the total amount that 
Rooney wrote on the banker’s life was 
$350,000, but onky $150,000 was twisted. 

Those at Hearing 

A hearing was held in the New York 
Insurance Department, attended by Cap- 
tain Stoddard, second deputy in charge; 
Nelson Hadley, examiner; J. L. Wood, 
in charge of complaint bureau; Mugene 
F. Smith, secretary of ‘Walter T. Rosen; 
Paul S. Ranck, representing a large life 
insurance company; Lawrence Priddy, 
now president of the National Associa- 
tion of Life Underwriters; H. V. Rooney 
and his counsel, S. M. Fischer, of 35 
Nassau Street. Later there was another 
hearing. 

First Hearing 

At the first hearing Rooney was ex- 
amined chiefly to substantiate state- 
ments that he had made in letters writ- 
ten to the banker changing the policies. 
Some of the statements he wrote follow: 

“If you outlive the twenty years the 
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cheaper policy is automatically paid-up 
for exactly the same _ proportionate 
amount as the dearer policy. * * * 

“It is well to bear in mind the fact 
that the only conditicn upon which any 
policy becomes paid up is that the as- 
sured leaves with the company a prin- 
cipal sum in cash upon which the com- 
pany can use the interest, and the sum 
must be such as will net the company 
in interest an amount equal to the pre- 
miums he would otherwise pay. * * * 
You are going to leave your cash and 
forfeit all that interest. * * * 

“The total face value of these policies 
is $290,000 and the cost at present is 
$9,711, which I ‘will replace at a gross 
cost of $8,700, reduced annually by divi 
dends, besides payimg you in cash the 
sum of $93,330. 

“Now I would particularly call your 
attention to the fact that an ordinary 
life policy in practically any company 
in the United States to-day will mature 
in from twenty to twenty-two years pro- 
vided the dividends are left with the 
company, and that in the event of death 
these dividends will be paid in addition 
to the face of the policy, together with 


the compound interest thereon at the 
rate of 4% to 4% per cent. further- 


more, any ordinary life policy will ibe 
paid up within thirty years from date 
of issue even if the dividends are with 
drawn, 

“By cancellation of these policies you 
can repay the expense of the one re 
cently taken in the rule since their 
cently taken in the blank rule since their 
altered division to issue same, and re- 
ceive from the company $12,900 in cash 
as against $5,150 by change of date.” 

Statement By Department 

As a result of the hearing on the 
Rosen twisting charges the New York 
Insurance Department has _ refused 
Rooney an agent’s certificate to trans 
act business in this State. In its state 
ment the Department said: 

“Mr. Rooney induced Walter T. Rosen 
to drop policies, which would have be 
come paid up in a few years, and re- 
place this insurance with policies writ- 
ten on the straight life payment pkan. 

“It was found that ‘Mr. Rooney had 
written this business before he com- 
plied with ‘the insurance law in obtain- 
ing certificates of authority from the 
Insurance Department authorizing him 
to represent as agent the various com- 
panies in which he ‘placed this business. 
The hearing accorded him before the 
Superintendent also developed the fact 
that in his various applications for cer- 
tificates of authority which he had filed 
‘with the Insurance Department for sev- 
eral years back Mr. ‘Rooney failed to 
state that his agent's certificate of au- 
thority had been cancelled ‘by the Penn- 
Sylvania InSurance Department in 1911.” 

Rooney, who lives at the Hotel Arling- 
ton, is a graduate of Edinburgh Uni- 
versity. 


Proclamation By Mayor Mitchel 

Mayor Mitchel of New York has is- 
sued the following proclamation in con- 
nection with the Fire 
Prevention Day, October 9: 

“Let each citizen take his full share 
in the observance of Fire Prevention 
Day. Let him on that 


that he himself and each person on his 
premises exercises the utmost care with 
the things that cause _ fire—rubbish, 
matches, heating and lighting fixtures 
and all inflammable substances. And 
let him establish the habit of careful- 
ness for all days thereafter.” 


observance of 


day see to it 


J. M. Lewis Dead 
James M. (Lewis, of the brokerage 
firm of Lewis & Boardman, died on Sat- 
urday after a long period of illness. Mr. 
Lewis had been a broker for more than 


fort and was prominent in the 
activities of the G. A. R, 


years 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS. 


For Agency Contracts address 


O. S. CARLTON 


PRESIDENT 
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P. A. Wintemute, who has had a lot 
of experience selling farmers life insur- 
ance, told about his field work at the 
convention of the Canadian Life Un 
derwriters. 

“The average farmer today, particu- 


larly the grain grower, has more at 
siake in each year’s crop than the 
uverage business man; is a_ greater 


gambler and hence in event of his pre- 
mature death, if his estate is going to 
be in the shape he had hoped to leave 
it. he should have life insurance,” he 
said. 

Records of probates prove that reduc 
tions to farmers’ estates are larger 
than to the estates of other lines of 
business, more particularly those of a 
non-speculative nature, mostly caused 
from the want of ready money at the 
{ime of the owner's decease. 


I find, especially if in the open, it is 
hard to get them to concentrate. In 
that case I use a pad and pencil, bring- 
ing figures into play, the premium re- 
quired written very small and the 
amount of the policy written in large 
figures, generally using some saying, 
such as, “Mr. Jones, for this small ad- 
dition to your liability you can have 
a large addition to your assets.”” Some 
times I show him what the price of ome 
or more hogs—if he is a hog man— 
will do in the way of paying the pre- 
mium, or one colt—if a horse man 
or one steer, if a cattle man. If a 
grain farmer, what one load of grain 
each fall will purchase. I find it pays, 
if possible, to meet the farmer in his 
own environment. That is, if his hobby 
is hogs, see his hogs, know somethinz 
of hogs for the day. 








“AN AMERICAN COMPANY” 


True to American Ideals and Traditions 





The Germania Life Insurance Company 


Established 1860 
Under the laws of the State of New York 





The following are a 


at death of the insured. 








OF ANY KIND. 


few Germania 
helped to make 


Every Month This Year a Record Breaker 
Free HEALTH SERVICE for policyholders both new and old. 
Free Insurance Money INVESTMENT SERVICE for Beneficiaries. 


WAIVER and ANNUITY CLAUSE which, in case of total and perma- 
nent disability, before age 60, provides for waiver of all future premiums, 
the payment of 1/10 the face of the policy annually to the insured as 
long as he lives and payment of the face of the policy to the beneficiary 


DOUBLE INDEMNITY CLAUSE which provides for payment of double 
the face of the policy in case of death as a result of an ACCIDENT 


features which have 








“A Growing Company for Growing Men” 


For Direct Agency Connection 


ADDRESS 


T. LOUIS jHANSEN, Superintendent of Agencies 


50 UNION SQUARE, NEW YORK CITY 





The’ establishment: of 

Women and women in rapidly grow- 

Life ing measure in the 

Insurance business and profés- 

sionat..world- ig one of 

the greatest social changes of modern 

times, and. this movement long. ,under- 

way has received an enormous impetus 
from the war. 

In England three million women have 
taken the place of men in industry and 
many others have entered business and 
the professions. 

In France the wife has always played 
a direct and important part in the busi- 
ness of her husband, and women are 
active in the professions of law and 
medicine. : 

The movement of women 
ness in the country has been pro- 
nounced for some years. No one can 
as yet measure the vast changes which 
will result from the present world war, 
but with between seven and eight mil- 
lion men dead or permanently disabled 
in Germany, Austria, France, England 
and Italy, it is certain that the change 
in the economic status of women will 
not be the least important. There will 
be no business or profession that is 
closed to her, and once experience and 
training are acquired she will be a for- 
midable competitor. 

With some few exceptions women’s 
ambitions are more for others than her- 
self, and most of all for her children. 
Her capacity for self sacrifice is great- 
er, and she is more of an idealist than 
man. The married woman in business 
is inspired by the same obligations, and 
possibly in a greater degree than men. 
She is becoming a co-operator and con- 
tributor to the education of her chil- 
dren and the building up of the eco- 
nemic welfare of her family, and she 
will enforce this view upon her hus- 
band. Unmarried, arid récognizing the 
necessity of a maintenance against 
physical inability and old age she will 
become an insurer in a marked degree. 
In many things she will do better than 
men for she will not let her dreams 
sail beyond the horizon, and she will 
exact from herself the means to make 
them realities. 

How can she co-operate with her 
‘husband in providing an education for 
her children, and married or unmarried, 
establish a maintenance in case of ac- 
cident, sickness or old age? How can 
her ambition to save enough to make 
others happy be realized? How can 
she care for her dependent mother? 
How make certain the opportunity for 
travel abroad, or a comfortable home 
in the city or country, with a flower 
and vegetable garden, all the things 
that normal men and women look for- 
ward to with anticipation as the goal 
of their industry and saving? 

The insurance agent who is alive to 
the situation and the coming changes 
would do well to bear these facts in 
mind, and lay his plans to march in 
step with the advance of women into 
the business activities, for-a new field 
of great opportunities is opening be- 
fore him. 

Let us call your attention particularly 
to certain forms of: policies which will 
appeal most strongly to women, namely 
the twenty and twenty-five year endow- 
ment policies, which guarantee an es- 
tate for the self-supporting woman 
during her later years of life, which 
provide a fund for the education of 
children or for the support of her 
mother, or for the purchase of a home 
or a farm; also pension insurance 65 
and the insurance annuity 65 policies, 
policies which are so readily adaptable 
for the protection of life insurance and 
the establishment at a time when life 
insurance may no longer be necessary, 
of an assured income at an age when 
her earning power is no longer what 
it has been, and the time has come for 
travel and recreation if these are ever 
to be enjoyed.—tTravelers Record. 
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AFTERMATH OF NATIONAL CONVENTION AT NEW ORLEANS 





Lease Entire Hotel 
For Next Convention 


“COMMODORE” TO BE HEADQUAR- 
TERS OF 1918 MEETING 


New Orleans Gathering Full of Inspira- 
tion and High Ideals—Conven- 
tion Aftermath 


The National Association of Life Un- 
derwriters has rented 1,000 rooms in 
the new Hotel Commodore, (not yet 
open to the public) for the use of del- 
egates, officers, committeemen and 
guests of the next convention. This 
hotel will be opened in the Forty-sec- 
ond street district; and is named after 
Commodore Vanderbilt. The dates for 
the convention may be decided by a 
postal card ballot. There is consider- 
able sentiment in favor of having it 
during the last week of August. 


So convinced were members of the 
New York delegation to the New Or- 
leans convention that the delegates 
would vote to have the 1918 conven- 
tion in the metropolis that Lawrence 
Priddy, now president of the Associa- 
tion, went to the Commodore manage- 
ment and secured an option on every 
room of the hotel (1,000), for the next 
annual meeting. It is the first time 
in the history of the organization 
where this has been done. 


Will Be Largest Convention 


From the growing interest in the As- 
sociation it is believed that the New 
York meeting will be the largest ever 
held. There are more than 1,500 mem- 
bers of local associations in New York 
State, while the New York City asso- 
ciation is the largest in membership 
anywhere. In addition the Canadian 
association is to meet at the same time, 
and large delegations are expected from 


Toronto, Montreal, Halifax and other 
cities. 
Certainly, Lawrence Priddy, W. F. 


Atkinson, Charles Jerome Edwards and 
other live wires in the Association are 
determined that the next convention 
shall stand out as a highwater mark for 
years. Every effort will be made to 
have the convention make an impress 
upon the general public as well as the 
life insurance world, which will reflect 
in a tremendous interest in life 
insurance. 

The only competitor of New York 
City for the next convention was 
Peoria. Fourteen men from that city 
were in attendance at New Orleans, 
and the talk made by J. C. Rosenberg 
in the executive committee in favor of 
having the convention in the West was 
a corker. The Horner faction voted 
with him. Charles Jerome Edwards said 
that New York life insurance men 
would promise nothing in the way of 
entertainment, but that New York had 
forty-five theatres, ten-cent busses on 
Fifth Avenue, and enough to keep 
sightseers busy for a month if that was 
their desire. Paul Alexander, Ger- 
mania, Albany, said New York was the 
logical place for the meeting because 
there were more members of life un- 
derwriters’ associations there than in 
any other State. 


* * * 


Great Meeting For Young Men 


The New Orleans convention ben- 
efited every man who went there. It 


taught him new ideas in selling; made 
him have a finer conception of his 
business and its service to mankind. 
Probably, the good that conventions do 
cannot be better explained than by P. 
J. Seanlan, of the Federal Life of Chi- 
cago, a young Philadelphia insurance 
man who was attending his first con- 
vention and who said: 

“I only started in the life insurance 
business a short time ago,” he said, “and 
I found that one of my greatest handi- 
caps was that I did not meet enough 
other insurance men to compare notes 
and check up my experience with 
theirs. My tuition from my own com- 
pany is as good as any agent can get 
from any company, but I needed con- 
tact; and that’s what I got in New Or- 


leans. There I met some of the great- 
est life insurance producers in the 


world and I was surprised and grati- 
fied that they were willing to talk to 
me on any point that I brought up; and 
gave me instruction and advice that 


will be of the greatest dollars-and- 
cents value. The talk of Dr. Walter 
Dill Scott was alone worth the trip. 


I had not known before that the older 
insurance men took so mu-!: interest 
in the younger ones, and | am mighty 
glad that I came. I want to say a 
word, too, about the talk on ethics given 
by Mr. Scovel, of Pittsburgh. It was 
one of the most valuable that I have 
heard. I return to Philadelphia a bet- 
ter life insurance man; full of inspira- 
tion, in fact; and if I do not sell a lot 
of insurance the fault will be my own.” 

Incidentally, Mr. Scanlan picked up 
two applications on the train. 

* + * 


Lacks Initiative 


General Agent Rosenberg, of Peoria, 
asked the convention for some advice. 
He said he had a man who wrote $100,- 
000 last year; and $75,000 this year. 
He seemed to lack “pep”; had pros- 
pects all around him, but did not call 
upon them unless names were sug- 
gested by the general agent. If told 
to do a thing he did it, but was always 
in need of advice. 

“What shall I do with this man?” he 
asked. 


“Fire him,” said half a dozen voices. 


“But he wants to remain in the life 
insurance business. He turns in some 
business. Do you think I should let 
him go?” 

“This is the type of man who lacks 


initiative,” said E. A. Woods. “In- 
itiative is the biggest factor in an 
agent’s success. In my opinion this 


man is hopeless; he is a waste of time; 
needs more instruction than he is 
worth, and he should be in some other 
business.” 

Most of those 
Mr. Woods. 


present agreed with 


* * * 


Part-Time Men 


There was a lot of discussion at the 
convention regarding part-time men. 
Orville ‘Thorp, of the Kansas City Life, 
Dallas, who has a $9,000,000,000 agency, 
says that he is as much against the 
one-case or rake-off man as any gen- 
eral agent can be, but he does 
not favor eliminating men who write 
a legitimate amount of insurance 
although they may devote some time to 
other pursuits. He did not think it 
practical in the smaller districts to in- 
sist that men give all of their time to 
life insurance. It would drive a lot 
of business from his agency if any 
such stand were taken. 

There seemed to be a general agree- 
ment that Charles W. Scovel had hit 
the nail on the head when he said that 
part-time men should be replaced by 
full-time men as fast as it could be 
done. 

In the executive committee an ap- 
plication for agency license blank was 


submitted by Mr. Coldwell, 
Dakota. It was intended 
insurance departments, 

other questions asked were the num- 
ber of hours a man had devoted to 
life insurance soliciting for a term of 


North 
use of 
among 


of 
for 
and 


years. This application, favored by 
the Northwest Congress, was not en- 
dorsed by the National Association's 
executive committee. 

* a * 


Putting a Price on the Hour and the 
Interview 


Winslow Russell took the chair fol- 
lowing Dr. Scott's talk. He gave fig 
ures regarding the work of sixty-six 


Phoenix Mutual Life men for a period 
of four years. These men made 422,- 
907 calls; had 372,987 interviews; 
wrote $24,608,000 of business, with pre- 
miums of $827,428, and worked 372,876 
sours. The average value of each in 
terview was one dollar and fifty-five 
cents; average value of each call was 
seventy-nine cents; average earning 
hour was ninety-two cents; average 
number of hours worked per day was 
a little less than five; average number 
of calls was between five and six; aver- 
age number of interviews was three a 
day. 

Carl Secoy, Phoenix Mutual Life, said 
that the difference between a call and 
an interview was that if you saw a man 
it was an interview, if you did not it 
was a call. 

Kk. A. Woods said that 
tests it took ten 
application and 


in one of his 
calls to produce an 
seven interviews to 
produce one. He quoted Karl Man- 
ning’s experience: the first year he 
made fifty-five calls to get one applica 
tion; the second year he averaged 
thirty-five calls; the third year twen- 
ty-four; the fourth year fifteen, and the 
fifth year nine. 
* ¢ @ 


Contests 


General agents told of their experi 
ence with contests. Louis F. Paret, 
Provident Life and Trust, said he had 
been successful in contests. One of his 
best was a “baseball contest” in which 
symbolic baseball terms were used to 
designate progress of the struggle. The 
silk stocking contest of W. KE. Bil 
heimer was mentioned by Mr. Russell. 


A silk stocking was given to each 
agent; if he wrote an application he 
got the mate. Clarence Miller, Penn 


Mutual Life, at Boston, told of his suc- 
cess with contests. 
+ + * 
Fixing a Mark 

Glover S. Hastings, superintendent of 
agencies, New England Mutual Life, 
addressed the convention on “Fixing a 
Mark,” in the scientific salesmanship 
section. He said maximum success can 
be reached only by those men who 
carve for themselves a fixed purpose 
in life. Power of purpose is the great 
est power possessed by any life in 
surance man. It is “Pike’s Peak or 
bust.” In answer to a question, he 
told about the New England Mutual’s 
policyholders’ month, based “upon the 
idea of Old Home week in New Eng- 
land, June of each year is dedicated to 
the Company’s policyholders. The idea 
was adopted first in 1913. The Com 
pany’s paid production for June of that 


year was $3,901,000. Its paid produc 
tion for June, 1917, was $8,177,000. 
* * a 


Agents Begin Liberty Bond Drive 


The big drive of life insurance agents 
selling the new Government bond is 
sue began on Monday. Officers of the 
convention believe agents will be as 
successful as in the first Liberty Loan 
campaign. Agents in some citiés wore 
a band around their arms when selling 
bonds showing the public that they 
are insurance men. 


Motives Behind 
Our Civilization 


DR. SCOTT TELLS HOW THEY 
SHOULD BE INTERPRETED 


Modern Salesman Cannot Be Driven, 
But Must Be Enticed, Says 
Psychologist 
Scientific salesmanship was the dis- 
cussion featured at one session of the 
National Association of Life Under- 
writers with E. A. Woods in the chair. 
Dr. Walter Dill Scott was the prin- 
cipal speaker and while he was talking, 
notebooks came out and pencils were 
busy, because he is the greatest author 
ity to-day on training salesmen. His 
tests made for life insurance companies 
in the Carnegie Bureau of Salesmanship 


Research, of which he is director, are 
now being used in picking men for 
promotion in the American Army. In 


fact, Dr. Scott has been spending most 
of his time lately in Government serv 
ice and is visiting all camps and can- 


tonments where his tests are being 
used so that right men for the army 
shall be picked for command on a 


scientific basis. 


Dollar Chasing 


Professor Scott has met many groups 
of Americans during his studies of 
their mentality, methods, temperaments 
and work. He has heard the European 
criticism that Americans are mere dol- 


lar-chasers This, he says, is an in- 
justice. The American trait that dom 
inates is not money-grubbing, but do- 


ing the thing in hand as perfectly as 
possible. The American athlete wants 
to win and does; the American auto- 
mobile driver wants to go faster than 
anyone and does; and the Amer- 
ican business man wants to be more 
industrially efficient and is. 

In discussing sales methods, Pro- 
Scott said that efficiency in ac 
counting and standardization in prod- 
uct were good in their way, but any 
system of efficiency which discounts 
he human factor will fall by the way- 
side. His talk was devoted to a dis- 
cusston of motives behind present 
American civilization, particularly as 
it applies to the industrial world. He 
said that the trouble with most selling 


else 


fessor 


organizations was that they were try- 
ing to sell as they had been doing 
always instead of recognizing change 


in motives of people with each decade. 
It could be best illustrated with chil- 
dren. Some years ago the father was 
master of the house, ruled with hand 
of iron, and made his children go to 
church where they were taught a doc- 
trine that there was eternal punishment 
if they did not walk the straight and 
narrow path. When the child went to 
school a man teacher with a rod met 
them at the door. They were given 
the choice of learning their lessons or 
getting a taste of the rod. They pre- 


ferred to be letter-perfect in their les- 
sons. This is all changed. Nowadays, 
the child is master of the house and 
parents are principally occupied in 
pleasing their fancies. In the school 
the child is met with a smile by a 
woman teacher who tries to interest 
them and to compel study by making 


studies fascinating; 
hurt the 


nothing is done to 


child’s feelings 
Old Slavery Methods 


is true all through 
Years ago workmen 
driven. There was slavery. 
in charge was boss. Now you can’t 
drive workmen. If you try to do so 
they go across the street and get an- 
other job. The term “boss” is out of 
date, and in some factories they are 


Amer- 
were 
The man 


The same 
ican life. 
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even called “functional foreman” and 
later may be called “supervisors : 
Once a man had to be driven; now he 
has to be enticed. 

The most successful sales managers 
have understood the change and they 
know that the only way to develop 
salesmen is to make them keenly in 
terested in their work The average 


man wants to do something that gives 


a social service; that has social ap- 
proval. The life insurance manager 
must impress upon agents that they 
are performing this social service and 
that it has social approval. You can't 
drive him to succeed; you must show 
him why his work is of great import 
ance to the community. One of the 
greatest of sales managers once told 
Dr. Scott that he gives a man respon 
sibility the first day he comes, if he 


accepts responsibility he keeps him. If 


rejects it the man and he part 
company 

Dr. Scott also said that a dominant 
factor in American life is teamwork 


It is illustrated by the popularity of 
football. Americans love organization; 
they must have co-operation Kivery 
body in life insurance should co-oper 
ate to overcome inertia towards buy 
ing insurance. They should not work 
at cross purposes. Once motive was 
compulsion; now it must be love of 


service 
The Desire to Serve 


Five hundred thousand Americans a 


month are going into training camps. 
They do not want to go, says Dr. Scott, 
and the great job is to make them 
hange their minds so that they will 
go over the top of the trenches under 


the impetus of their own desire to 
charge. Life insurance is the hardest 
thing in the world to sell and many 
men come to life insurance companies 


against their will because they have to 
do so in order to make a living. The 
thing to do it to make them want to 
sell life insurance. 

EK. A. Woods told of a gardner wh» 
after seventeen vears' service had quit 


because there had been no appreciation 


of his work The same applied to 
agents. If they did splendid work it 
should be recognized. 


CONNECTICUT ASSOCIATION 
Annual Meeting to Be Held in Hartford 
on Tuesday of Next Week— 
she Program Announced 


the Connecti 


Association 


The annual meeting ot 
cut Life Underwriters’ 
be held in the 
Room at the City Club 


Tuesday, October 9 


will 
Board of Governor's 


Hartford, Conn., 


Following the business meeting lunch 


eon will be served in the Club’s new as 
sembly hall, which has just been dedi 
cated. 

After luncheon the Association will 
be addressed by John G. Jones, sales 


and advertising manager of the Alexan 
der Hamilton Institute of New York 
City, on the topic. “Selling of Life In 
surance a Mission.” 

Winslow Russell, manager 
and Carl A. Secoy, assistant manager 
of the Phoenix Mutual Life, will present 
interesting reports of the annual con 


agency 


vention of the National Association 
which has just convened in New Or 
leans. 

ECHO OF A GROUP POLICY 


Manager J. I; 
Greenwell of Seattle states that the 
beneficiary under the first death claim 
in the Union Pacific group was so grat 
ified over her experience with the Equit 
able in connection with the settlement 
of the insurance, that she is arranging 
to invest the proceeds in an equitable 
annuity, application for which has al 
ly been forwarded. 


ready 


Assistant Agency 
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PUPULDAUD NAN EAEN EAE ENE TEL 


UU 


Government Insurance Measure 


Commended by National Association 


ui wi Ut 


Resolutions commending the 


Government 





TT 


Convention Headquarters, 
Grunewald, New Orleans. 
Insurance Biil 


for its National 


and expressing the hope that its intention to provide in advance for a definite 


clearly 
death 


and 
ability or 
as 
upon favorably 
adopted by the ‘National 
resolution follows: 


the 


caused by this war, 


Resolved ‘by National 


assembled: 


That we heartily commend the purpose 


Association of 


understood indemnity for soldiers, sailors and nurses against dis- 
will ‘be 
possible, were presented by Ex-President E. A. ‘Woods, of Pittsburgh, passed 
by the executive committee Thursday evening and yesterday 
Association of 


carried out with as little error 


Life Underwriters. The text of the 


Life Underwriters in convention 


of our Government to indemnify our 


soldiers, sailors and nurses against disability or death caused by this war, and 
especially to provide for their dependents on an adequate and modern basis. 


We consider the pending bill, as a 


measure ever proposed by any 


whole, to be 
Government, and confidently hope that in its 


the most liberal and wise 


final form it will fully accomplish, with as little error as possible, its intention 
to provide in advance a definite and clearly understood indemnity, in lieu of the 
tardy, unsystematic and much abused pension provisions of the past. 


For the first time in history has a Government taken up in advance this 
insurance against future risks by the largest life insurance transaction ever 
proposed. 

We hope that as finally passed it will be still further liberalized, so as to 


provide entirely, 
nurses 
man, 
We hail this step toward 
assumed by the 
resi of the 
for those who are engaged in its service, at 
wage battle for the liberty 
INCOME POLICIES 
Why Northwestern Mutual Life Does 
Not Issue a Special Installment 
Contract 
The Northwestern Mutual Life, in its 
Company paper, has informed agents 
why it does not issue a special install 
ent contract. The Company says: 
“The question is sometimes asked, 
‘Why doesn’t the Northwestern issue a 
special installment contract?’ By this 


the inquirer means a policy that states 
on the first page that the policy is, for 
instance, for $24,000, commuted value 


$18,400, payable to the beneficiary in 
monthly installments of $100 each for 
twenty vears. 


“This is very readily answered by the 
statement that our ordinary policy form, 
suitably endorsed, is far more satisfac 
tory from the standpoint of both the in- 
sured and the Company The North 
western’s installment provisions are 
very clearly and concisely set forth on 
the third -page of the policy contract. 
Our agreement has served as the model 
for many other companies and we have 


yet to see any that are as clear, brief 
and understandable. 
“Endorsements and installment pro 


visions are selected by the policyholder 
to meet conditions as they exist at the 
time the policy is issued. Such condi- 
tions may, and frequently do change. 
As an eXample, suppose the policyhold- 
er wishes to provide a life income of 
$100 a month for his wife, who is his 
sole dependent at the time the policy is 


issued. The policy is endorsed as pay- 
able under Option B, monthly pay- 
ments, twenty years stipulated and the 


Deferred Survivorship supplement is 
attached. Ten years later his wife has 
but he has a young son. He de- 
cides to provide for the education of his 
boy ‘by providing for payment under 
Option B, fifteen years stipulated, but 
payable in a lump sum if the boy has 
attained the age of 25 when the policy 
becomes a claim. This is Gone by mak- 
ing the proper request and the Com- 
pany will merely cancel the old endorse- 
ment and make a new one. The policy 
remains exactly the same. Later the 
policyholder may wish to make another 


died, 


the day of universal 
millions of Americans, ‘whose total already is more than all the 
world combined, and now to ‘be augmented by this national provision 


at Government expense, for the families of soldiers, sailors and 
upon an equitable basis, adjusted to the dependency of each officer and 


life’ insurance, voluntarily 


great personal hazard and cost, to 


and democracy of the world. 


change and provide a life income for a 
daughter. This would probably be done 
by choosing Option C, full provisions 
for which are embodied in the original 
contract and only require a new request 
and endorsement. 

“Companies that issue so-called spe- 
cial income or installment contracts 
would probably have to take up the orig- 
inal policy and issue a new one each 
time such a change was made. We have 
no reason to doubt they would do it, but 
frequently the contract does not make 
provision for it, and in any event the 
policyholder would be confused and an- 
noyed by the red tape necessary to com- 
ply with his changed plans. 

“Our boast as to the flexibility and 
adaptability of our contract applies in 
full to the installment contract, no mat 
ter (whether the income settlement be 
chosen today or twenty-five years 
hence.” 


Guardsmen’s Policies 
Of the 16,000 members of the Wiscon- 
sin National Guard upwards of 5,000 
carry insurance. 
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Build YourOwn Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 
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Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West - Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 











Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, June 28, 1915 

‘*TIt is noteworthy that this Company was organized without any promotion expenses.’ 

**T beg to report further that I find the Company in excellent financial condition.” 

“*The volume of its business has steadily increased, its surplus is growing rapidly and 

its funds are being carefully conserved under expert supervision.’’ 


Home Office, DALLAS, TEXAS 
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New York Life’s 
Monthly Life Income 


NEW CONTRACT WELCOMED BY 
AGENCY FORCE 
Being Written in Ali States But One— 
Company’s Announcement About 
Latest Contract 


The new monthly life income policy 
of the New York Life being 
written by the agents. It will be is- 
sued in all States except 


is now 


Wisconsin 
for the present, and will not be issued 
in Canada. In discussing the contract 
the Company says: 

Monthly life income policies are is- 
sued on the ordinary life, limited pay- 
ment life and endowment The 
first monthly installment is payable im- 
mediately upon due proof of the death 
of the insured. The premium rate is 
based on the age of the insured and of 
the beneficiary, taken at the nearest 
age of each. The beneficiary, however, 
is not required to pass a medical ex- 
amination. 


forms. 


Reduction in Premium 

Monthly life income policies guar 
antee a life income to the beneficiary. 
The Company furthermore guarantees, 
in event of the death of the beneficiary 
occurring before 20 years’ installments 
have been paid, to pay the balance of 
such installments to the executors or 
administrators of the deceased benefi- 
ciary or to a succeeding beneficiary. In 
case of the death of the beneficiary oc- 
curring prior to the death of the in- 
sured, the insured may name another 
beneficiary and may also change the 
beneficiary at any time in the manner 
provided for in the policy. In event of 
the death of the original beneficiary in 
the lifetime of the insured or of the 
change of the original beneficiary the 
premium will be reduced and only 20 
years’ installments will be paid to the 
beneficiary of record should the policy 
become a claim by death. 

Endowment Provisions 

Life income policies on the endow- 
ment plan guarantee a monthly life in 
ccme to the original beneficiary in case 
of the death of the insured within the 
endowment period. The Company also 
guarantees to pay the insured, upon ma- 
turity of the policy as an endowment, 
the same monthly income during his 
lifetime, which income will also be con- 
tinued to the original beneficiary during 
life, should such beneficiary survive the 
insured. If the death of the insured 
and the original beneficiary should oc- 
cur after the completion of the endow- 


ment period and before 20 years’ in- 
stallments (240 monthly installments) 


have been paid, the Company will pay 
the balance of such installments to the 
executors or administrators of the last 
survivor. 

The income payments for 20 years 
are based upon an assumed interest 
earning of 3 per cent., but if in any 
vear the Company shall declare for that 
year on funds held by it under con- 

LARGE PRODUCERS 

Many companies have half million, 
two hundred thousand, etc., clubs, based 
on volume of personal producticn. The 
Northwestern has never had anything 
of this sort,, but has for a number of 


tracts of this kind interest at a rate 
greater than 3 per cent., such excess 
interest shall be paid in addition to 
and together with the first monthly in 
come payment falling due after the 
crediting of such excess interest. 

Total and Permanent Disability Benefits 


Disability 
whenever the 
proof, before default in the payment 
of premium, that the insured, before 
the anniversary of the policy on which 
the insured’s age at nearest birthday 
is 60 and subsequent to the delivery o? 
the policy, has become wholly disabled 
by bodily injury or disease so that he 
is and will be presumably, thereby per 
manently and continuously prevented 
from engaging in any occupation what 
soever for remuneration or profit, and 
that such disability has then existed for 
not less than sixty days. The perman 
ent loss of the sight: of both eyes, or 
the severance of both hands or of both 
feet, or of one entire hand and one en 
tire foot, are considered a total and 
permanent disability within the mean 
ing of the policy, without prejudice to 
other causes of disability. Any pre 
mium due after age 60 will be reduced 
by the amount of premium charged for 
the disability benefits. 


effective 
receives due 


become 
Company 


benefits 


Waiver of Premium 

Commencing with the anniversary of 
the policy next succeeding the receipt 
of proof of disability, the Company will 
on each anniversary waive payment of 
the premium for the ensuing insurance 
year, and, in any settlement of the 
policy, the Company will not deduc 
the premiums so waived. The loan and 


surrender values shall be calculated 
from year to year the same as if the 
waived premiums had been paid as 
they became due. 


Life Income to Insured 
Six months after the anniversary of 
the policy next succeeding the receipt 
of proof of disability, the Company will 
begin to pay to the insured the same 


monthly income as is payable to the 
beneficiary, and will continue to pay 
monthly installments during the life 


time and continued disability of the in 
sured. Such income payments to the 
insured shall not reduce the monthly 
income payable to the beneficiary upon 
the death of the insured. If there be 
any indebtedness on the policy, the ac 
crued interest thereon may be deducted 
from each monthly income payment to 
the insured. 
Recovery From Disability 
Company reserves the right at 
and from time to time, but 
than once a year, to re 
quire proof of the continuance of dis 
ability. Upon failure to furnish such 
proof, or if it appears that the insured 
is no longer wholly disabled, no fur 
ther premiums shall be waived nor in 
come payments made. 
Double Indemnity Benefit 

In consideration of a slight increas> 
in premium, policies on the monthly 
life income plan providing for disability 
benefits will be issued to include the 
double indemnity benefit. Under the 
latter the Company agrees to pay the 
beneficiary double the monthly income 
provided for in the policy upon receip 
of due proof that the insured’s death 


The 
any time 
not oftener 


showing the production and relative 
standing of all agents who personally 
reported $150,000 and over during the 
agents’ year from June to June. 

By dividing these into 
following is the result for 


groups the 
the agents’ 


years past printed an agents’ card, year, June 1, 1916, to June 1, 1917: 
No. of Total - Total Aver. pol Av. lives 
Group— agents. lives. volume. icy per life. per agent 
$600,000 and over ........ 7 590 $6,739,730 11,423 84 
500,000 to $599,999 ...... 5 347% 2,704,500 7,782 69 
400,000 to 499,999 ...... 12 1170% 5,337,320 4,560 97.5 
300,000 to 399,999 ...... 42 2544 14,333,606 5,634 60.5 
200,000 to 299,999 ...... 115 6152% 27,635,756 4,490 53.5 
150,000 to 199,999 ...... 116 5003 19,706,187 3,939 43 
150,000 and over ........ 297 15807% 76,497,099 4,839 53 


Connecticut General’s 
Changes in Rates 


LOWER NON-PAR. PREMIUMS AT 
YOUNG AGES 


Reduced Mutual Premiums at All Ages 
on Ordinary Life Plans 
Announced 


On October 1 the new non-participat 


ing rates, of the Connecticut General 


became effective. The new rates in 
general show a reduction at the young 
ages and an increase at the old ages. 


No change has been made in the follow 
ing non-participating rates: Five-year 
term, annuities, disability pension, dis 
ability income, double indemnity, extra 
premiums for continuous income 

New mutual premiums on the ordi 
nary life plan show a reduction in gross 
premiums at all ages. Some of these 
annual premiums follow: Age 20 ($1, 
000), $16.18; age 30, $20.63 
$28.20; age 50, $41.99; age 60, $68.20 
The estimated dividends for policies 
issued at the new rates indicate a low 
er net cost than heretofore under age 
55. Thus, age 20, premium, $16.18; first 
cash dividend, $1.90; second, $1.98 
Age 30, first cash dividend, $2.3 sec 
ond, $2.88. Age 40, first dividend, 
$2.97; second, $3.16. Age 50, first divi 
dend, $3.47; second, $3.72. 

Some of the new non participating 
premiums, $1,000, follow: 


‘ 


Ordinary Life 


Ages Premium. 

es eee eee ee $14.02 

Oe ahiuvtetewtenPetc cae 17.71 

Os SaaSeetteusesek 24.44 

a vik oes ais Bow ate 37.79 

OD wee thaw waeseks 64.79 

20 Payments 

Se re Aen ere 21.13 

DP ctscusactaswasa 26.87 

iP). ita tia tet panei ee 33.93 

ee eee eee he 15.86 
20 P. End. Add 

Berne Tore 

Me s6 cea wedansus wea 

ee ee 

nv 





PACIFIC MUTUAL RATES 
It is reported that Pacific Mutual 
premiums will be lowered on a number 
of policies after the first of the year 


R. H. Folsom, of Fester & Folsom 
New York, has been elected to mem 
bership in the St. George Society He 


is eligible because of his ancestors hav 


ing come from Wales in 1638 
The Germania Life will pay for from 
$25,000,000 to $26,000,000 this year. 


was caused directly by accident while 
traveling aS a passenger on a street 
car, railway train, steamship licensed 
for regular transportation of passen 


gers, or other public conveyance oper 
ated by a common carrier, and that 
such death occurred within 60 days af 
ter such accident. 


Rates at Age 22, Ordinary Life, $10 
Monthly 

Age of insured, 22. Age of benefici 

ary, 22. Premium: With disability 

and double indemnity, $44.85; without 


disability and double indemnity, $43.39. 
20 Payment Life, $10 Monthly 

Age of insured, 22; age of benefici 
ary, 22 Premium: With disability 
and double indemnity, $66.91; without 
$65.02. 

20 Year Endowment 

Age of insured, 22; age of benefici 
ary, 22. Premium: With disability 
and double indemnity, $126.63; without, 
$125.64. 


; age 4(), 


GREATEST 


ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND s 
WILL PAY THEM WELL 








HOME LIFE 


INSURANCE CO. 
(Now Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The fifty-seventh annual 
report shows insurance in 
force of $133,493,000, an 
increase during the year of 
$7,832,827. The Company 
paid the policyholders in 
1916 $3,536,233, of which 
$628,406 was in dividends 
or premium refund. Its in- 
surance reserve fund was 
increased by $1,300,000 and 
the Assets are now $32- 
821,462. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agts. 

256 Broadway, New York, N. Y. 











ALWAYS A PLACE FOR 
DEPENDABLE AGENTS 


Those who can not only write 
applications but deliver policies, 
and are energetic in their methods. 
Good positions are ready for such 
men. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison St., Chicago, Ill 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 








—— 


J. H. Kemp, representing 

Kemp on the Northwestern Mu- 

Intensive tual Life in Nebraska, 

Cultivation recently told general 

agents of that Company 
some facts about intensive cultivation. 
He said in part: 

“As applied to life insurance, inten- 
sive cultivation is designed to produce 
a larger, or the largest possible amount 
of life insurance in a given field. To 
produce 2,000 where now 1,000 is 
produced. * * * 

“Intensive cultivation in a city means 
the taking of this ‘gospel of service’ 
we all preach to every insurable man 
in the city—to every home, office and 
place of business. In the country it 
means the taking of this gospel to 
every county, township, section, farm 
and village home. * * * 

“It is my contention that there should 
be one or more local agents in every 
village and town in every State in the 
Union wherein the Northwestern Mu- 
tual Life is licensed to do business. 
Your question now is, ‘How do you get 
these agents?’ My answer is that in 
my district of nine counties I have 
thirty licensed agents. * * * I need 
thirty more agents in my district and 
am adding to my force each month. 

“I have tried to play the big game 
and I feel that I have at least partially 
won. I have gained the entire con- 
fidence of some of the most conserva- 
tive men in our part of the country, 
and I prize that confidence and friend- 
ship more than the business they have 
helped me get. When I go into a local 
man’s field and write business, even 
though he is on a fishing trip, 100 miles 
away, I write his name to the applica- 
tion, giving him half credit for the busi- 
ness and half the commission. If any 
of you men do less, you will never get 
a strong, permanent organization in 
your fields. All men are human, you 
and I like to see our names on the Com- 
pany’s monthly cards and we like to 
see them as near the head of the list 
as possible, both in amount of business 
and number of lives, but let us have 
our representatiohs be strictly what we 
merit. Let us not take credit for busi- 
ness rightly belonging to our subordi- 
nates. Our subagents, too, like to see 
their names on the cards, and an agent 
who takes credit rightly belonging to 
his subordinates, is not entitled to 
their confidence and co-operation. 

“IT have learned that the county in 
which I live, namely Wayne county, 
ranks first of all the counties in Ne- 
braska in product per capita of insur- 
able population and among the first of 
all the counties in the United States. 
This being the case, I am in position 
to present some figures on the results 
we can reasonably expect from inten- 
sive cultivation. During the calendar 
year 1916, Wayne county, with an in- 
surable population of 2,945, produced 
$223,000 of business or a per capita 
product of $75.70. My entire district 
with an insurable population of 29,161 
produced only $609,000 or a per capita 
product of only $20.80. If, therefore, I 
can accomplish as intensive cultivation 
of my entire district as that accom- 
plished in Wayne county, the result will 
be two and a quarter millions of busi- 
ness per year. 

“The same intensive cultivation ap- 
plied to the entire State of Nebraska 
will result in $24,000,000 of business 
per annum and in the United States, 
where the Northwestern Mutual is writ- 
ing business now, the results would be 
$1,500,000,000 per annum. And now I 
want to confess that Wayne county. Ne- 
braska, is not intensively cultivated. 
But we are going to cultivate it as in- 
tensively as we can and at the same 


time we are not going to neglect any 
other part of the district for which I 
am responsible. Are you going to do 
less? Do you catch the significance of 
our wonderful opportunity? Do you 
feel the full significance of our re- 
sponsibility? All our new opportuni- 
ties carry with them new responsibili- 
ties. Are we going to meet them as 


men should meet their duties? If we 


have not in the past fully availed our- 

selves of our opportunities, let us re- 

member that each day brings us new 

ones and we can yet ‘make good.’” 
* * * 


As soon aS a man 
Retain Your leaves office work and 
Mastery of goes out into the field 
Detail he begins to lose his 
hold on that mastery 
of detail it was absolutely necessary 
for him to possess to be a success in 
his former occupation. The selling end 
of any business is much freer in some 
respects than the office end, and far 
more exacting in others. After a man 
has been out of an office a while it 
becomes irksome for him to perform 
the seemingly trivial and purely me- 
chanical work of properly preparing 
applications for transmission to the 
home office. Nothing causes more 
trouble at the home office than care- 
lessly prepared application blanks. The 
man in the field should, when forward- 
ing an application for insurance, re- 
gard himself in the same light as the 
merchant who is sending a special or- 
der to the factory for a_ particular 
customer. In forwarding an application 
the agent is acting for the company, the 
applicant and himself. The company 
corresponds to the factory. If the ap- 
plication is not understood valuable 
time must be consumed in correspond- 
ence to find out just what the condi- 
tions are before the policy will be 
issued, just as in the factory a special 
order transmitted without full instruc- 
tions will result either in delay or an 
unsatisfactory job. Give the company 
all the information in the first letter 
and save trouble for all concerned. 
~ + ” 


The following state- 

The Argument ment from the head 

Ina of a manufacturing 
Nut-Shell corporation with a 
nation-wide business, 
puts the whole argument for a large 
use of life insurance to protect personal 
and business interests, in a form so 
concise and forceful that we know ou 
readers will be very glad to see it: 

Although I have carried a moderate 
amount of life insurance for years, not 
until recently was I impressed with 
the advantages of amply protecting 
one’s estate with a sufficient cash re- 
serve to meet all emergencies—inheri- 
tance taxes in particular, and such be- 
quests as might be maée. 

Furthermore, the company of which 
I am president considers life insurance 
on its executives an important part of 
financing. The company recognizes 
that it has a valuable investment in 
each officer, and that this investment 
warrants protection. 

Therefore, I have materially increased 
the insurance on my life for the benefit 
both of my personal estate and of the 
company.—New England “Pilot.” 


AUSTRALIAN PROTECTIVE 

The Australian Provincial Assurance 
Association in four years time has ob- 
tained business amounting to £1,620,000. 
the year 1916 producing more than 
£600,000. Director S. P. Wood has in- 
formed The Eastern Underwriter that 
75 per cent. of the 1915 premium income 
was renewed last year. 


THE MOST VALUABLE POLICY FOR YOU, 
Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 
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WILLIAM N. COMPTON, Generul Agent 
METROPOLITAN DISTRICT, ST. PAUL BLDG., 220 BROADWAY, NEW YORK, N. Y. 

















ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST, LARGEST STRONGEST 
Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1916: 





UE: sncrtevincevinavtnetessueceen erewenaie’ pied KRM nn eteaReenteneneed + $14,464,552.23 
SEOEEED searccncesseeessse AdbanERCSRSEDOUREEES éeerecteeeveteeereses seccccoccces 12,436,717.56 
Capital and Surplus ’ 

Insurance in Force 118,349,212.00 
Payments to Policyholders since Organization. ...........c.cccceccecsceeececceece 18,119,172.50 
Se SD EE Gi didcccencensensansavaxnscesnntacseeseed $1,300,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 








FOUNDED 1865 
Unexcelled In Favorable Mortality 
and Economy of Management 


The Provident Life and Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low and still further reduced 
by Annual Dividends 








THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


neorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 

















We don’t contract with poor men. 


We give a new man our attention until he is 
started. 


We make our men make good. 
Why don’t you work for us? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 











A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 
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R. S. Crowl on 


Automatic Canvass 


A TALK BEFORE AGENTS OF 
NORTHWESTERN MUTUAL 


Don’t Start Any Arguments—“‘Man 
Not a Logical Animal”—Play on 
Emotion 


At the recent meeting of the North- 
western Mutual Life’s General Agents 
Association Ralph S. Crowl, of Madi- 
son, Wis., gave a description and dem- 
onstration of his “Automatic Canvass.” 
He Said in part: 

“Five years ago I became convinced 
that just as Munsterberg says, it is 
only a matter of time until science rev- 
olutionizes the business of selling, the 
same as science has revolutionized every 
other field it ever entered. But I 
wanted to do more than read about 
this science and watch it as it per- 
colated into the business world. I 
wanted to try it out. If it was the real 
stuff, and I had an awful hunch that 
it was, I wanted to be on the band 
wagon, up at the head of the parade. 
So I picked out what I thought was 
the best selling proposition there is in 
American business to-day—Life insur- 
ance—and I decided to try and build up 
scientific, absolutely correct sales for 
this commodity. 


Mind’s Command of the Body 

“Before the human mind commands 
the body to do anything, to perform 
any act, it first projects that action in 
imagination. That is, the mind must 
see the necessary steps before it can 
perform any action other than an in- 
stinctive or involuntary act. The mind 
and body might be compared to a great 
caterpillar tractor, with tracks running 
over those revolving wheels. A cater- 
pillar tractor is always running on its 
own track, which it is always laying in 
front of itself. It lays its track as it 
goes. Just so with the mind. You seq 
we could not perform any act unless 
we knew exactly what act was to be 
done. We may not know the result of 
the act, but we have to know the steps 
for performing the act. Now, if the 
mind knows exactly how, it is much 
easier for it to act. Any man, or sales- 
man, who is trying to prevail upon a 
man to do anything should carefully 
ond fully explain how his proposed ac- 


gave it to your wife and said, ‘Tillie, 
there is a life insurance policy.’ * * 
* Then I pitch right in and tell him 
what he has. 


Arguments and Logic 

“Don’t start any arguments. Man, 
it is proven, is not a logical animal. 
Arguments won’t sell life insurance, so 
if you want him to take that policy, 
don’t argue. * * * If he brings up 
a point, say, ‘That point is taken quite 
correctly, but I feel’—and tell him your 
side of it. He will forget all about his 
side. 

“Here is a most important thing to 
do as you tell him about the contract: 
Go after his feelings; go after his emo- 
tions. * * * Make him see himself 
getting his money back. * * * You 
know when a man says he wants five, 
and we come back with two fives, the 
second policy is easy to deliver, be- 
cause you have a definite physical pol- 
icy there for him to take. Now re- 
verse this and have a definite physical 
policy to start with. I always want a 
sample policy made out. I have them 
made out and put in one of our blue 
folders. I have it made out with cash 
reserves, everything, underline his name 
in red ink, and I put it in one of our 
paper folders, just as if it were a pol- 
icy, but I don’t call it a sample policy. 
I wish those words ‘sample _ policy’ 
didn’t have to be there. I call it ‘the 
policy’; ‘your policy,’ and I put it right 
in his hands. I make it just as definite 
a physical commodity as I can. That 
is psychologically correct. * * * I 
also use a check to make this feeling 
of a definite, concrete commodity, even 
more strong. When I talk about pro- 
tection I reach in my pocket, or reach 
in my desk, and I pull out a check 
book, and I write out a big check in 
red ink, ‘$5,000. Pay to John Henry 
Jones,’ signed XYZ, and I put it right 
in his hands, and I say, ‘There, that, 
check belongs to your wife if you trip 


and fall under the front tracks of a 
reat car.’ * ¢ © 
“Now, when you get to the close, 


use ‘how,’ just as you did in the open- 
ing. When you get him to the close 
use only ‘how.’ Simply keep after him 
with suggestions like this, once you 
see you have got him coming: ‘This is 
a wise thing to do; now the thing for 
you to do, it seems to me, is to fill out 
this application for a medical examina- 
tion, and go see our doctor and give me 
a check.’ If he does not come, let him 
Say something, and get right after his 
mind again. No more arguments about 
life insurance.” 





WILL NOT RETURN PREMIUMS 


Must Report War 
Service to Companies 


ADVICE OF CONNECTICUT STATE 
COUNCIL OF DEFENSE 


Question Raised By Connecticut 
ployer Whose Employes are 
Covered By Groups 


Em- 


(From Hartford “Courant’”’) 
Connecticut men in the military serv- 
ice of their country, who have life in- 
surance policies, the 
Connecticut State Council of Defense 
te see to it that the fact that they have 
gone abroad is 


are advised by 


reported within sixty 
days after their departure to the com 
panies by which 


their insurance is 


issued. This action is necessary, the 
council has learned, to prevent any 
possibility of the insurance lapsing, 


whether it be an individual policy, or 
insurance under the group plan. 

The question was raised by a large 
Connecticut concern which insures its 
employes under the group insurance 
plan. The company wrote to the coun- 
cil of defense: “It is very necessary 
that, through some means, we should 
obtain information within sixty days of 
the departure of men from the United 
States of the single fact that the in 
dividual has departed—where, or un- 
der what circumstances, or when, it is 
unnecessary—but we are unable to pay 
the additional premiums on our insur 
ance policies until we receive informa 
tion that the man has left the United 
States.” The company also said that 
“there are thousands of employers in 
the United States who are in the sam? 
position and millions of insurance for 
troops is dependent upon the receipt 
of that information.” 

Only Feasible Way 

The matter has been investigated for 
the council by one of its members 
familiar with the life insurance busi 
ness, who has reported that the only 
f-asib'e way which appears for secur 
ing information within sixty days of 
the departure of men from the United 


States, in order that additional pre 
miums upon their lives may be paid, 
is for the men, themselves, to report 


as soon as 
abroad. 
“The war department,” his report 
explained, “certainly will not give no 
tice of their sailing and probably will 


permitted after arriving 


States for military service in territory 
foreign to the United States, notify the 
company and pay such extra premiums 
as the company may determine. It 
would seem that prudence would dic- 
tate that any man in the service and 


expecting to leave the United States 
would better pay the additional pre- 
mium at once, but, in the case of sol- 


diers for whom the additional premium 
is paid by their employers, it would 
seem that the only feasible way, in 
view of the secrecy surrounding troop 
movements, would be for the employer 
to so instruct the individuals concerned 


that they will notify the employer of 
their transfer to foreign territory as 
soon as possible after reaching such 


foreign territory, in 
premiums might 
the time limit. 


which 
readily 


case the 
be paid within 


WAR CLAUSE QUESTION 


When Extra Premium is Unpaid and 
Insured Returns and Survives 
Prescribed Period 


The Mutual Life, in the last issue of 
“Points,” makes a brief analysis of its 
present war clause 

There 


seems to be some confusion 
in the field as to the future status of 
the policyholder who, having served 
the country abroad without however 


having paid the required extra war 
premium, returns and survives the pre 
scribed period as set forth in the war 
clause. 

“Under such 
inquire, “would 


circumstances,” agents 
the policy ever again 
be in full force without payment by 
the insured of the extra premiums 
which he failed to pay while engaging 
in service?” 

The Mutual Life says: “The answer 
to this is, of course, that the policy is 
in full force again the moment the in 
sured passes the period of restrictions 
as set forth by the clause; that is to 
say, if the policyholder chooses not to 
pay the extra war premiums his insur 
ance coverage is equal only to the re- 
serve during the prescribed period, but 
at the expiration of that period it be 
comes the face of the policy and he is 


then exactly as well off as the man 
who did pay the extras.” 

In the same issue of “Points” a num 
ber of other questions raised by the 


war clause are answered 


SELL YOUR WIFE A POLICY 

John H. Patterson, President of the 
National Register Company, 
strongly urges his salesmen to try out 
their sales talks with their wives. He 


Cash 











tion is performed. He should try to _ The New York State Industrial Com: a tiger ore oe ee ae pee says the salesman will find himself 
project the thought in the man’s im- '™!S8son has refused the application of plat “ to te iia "tae ney forced to use terms which are simple 
agination. He should lay the track the Iron Steamboat Company for return cheer == owed to write home after and much more convincing than his 
for the man’s mind. * * * I make Of the premium paid by it to the State arrival. ordinary arguments. In addition the 
his mind go over the course it must /Surance Fund. Report of Council wife will become a trained observer in 
take to secure a policy. * * * IT $$. —— — The report of the council says: “Life her daily transactions with merchants 
make his mind go right through the Bert. N. Mills, editor of the Bankers’ insurance in force prior to a certain and thereby enabled to help her hus 
application. That is psychologically [Life of lowa “Bulletin” and “G-RdJ-T,” date covers war service, without permit band with suggestions and plans, says 
correct. * * * T mave him see him- jg a candidate for a commission in or additional premium. American life Northwestern “Field Notes.” 
self at the doctor’s. * * * I put that the field artillery of the United States insurance companies, during the month Isn’t the idea a very good one for 
exreat folded piece of paper in your Army and is now a member of Battery of April, gave notice as to new insur- the life insurance agent? Surely if your 
hends and said, there is a life insur- Two, Reserve Officers’ Training Camp, ances that the insured must, within sale talk doesn’t convince your wife 
ance policy and you took it home and et Fort Snelling, Minn. sixty days after. leaving the United there are flaws in it 
hd ‘ 
Capable Agents, Desirable Company 
44 MILLIONS from 42 AGENCIES . és cohercidiaes si saaihiilie be a 
rhe two most important factors e underw g a pa x 
and quality in the Company If the ¢ provid i elled t tiv 
policy for a low net cost, and has a repu t 1 ficier serv t 
result is contentment, loyalty, and success for r ' J 1 . ay . 
THE 1916 RECORD OF OUR EARNEST, This Company's record is evidence of the iracter i \ I 
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LOYAL AND HAPPY AGENCY FDRCE | 
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New Bashand Mateel Lite | 


Insurance Company 
BOSTON, MASS. 
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quality of the institution 





Occasionally we have a General Agency opening 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


Springfield, Massachusetts 


ted 1851 
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Senate Passes War 
Taxation Bill 
AMENDMENT OF AGENTS NOT IN- 
CLUDED IN MEASURE 
Pomerene Amendment Stands Prac- 


tically as Written—Tax on Agents 
Earning Over $6,000 


The War Tax bill has passed the 
United States Senate without’ the 
amendment to Section 210 (Pomerene 


section) which the ‘National Association 


of Life Underwriters wanted amended, 
The amendment offered by the under- 
writers provided for deduction of pre 


miums paid for life insurance not in ex 


cess of the annual premium payable 
for life required for a policy on the 
whole life plan. The failure of this 
amendment to go through caused a lot 


of disappointment. 

Insurance agents earning over $6 000 
a year will be taxed 8 per cent. on net 
a'though it was 


incomes over $6,000, 
thought some weeks ago that’ they 
would be exempt. The New York 


“Times” said on Wednesday: 


Every professional person in the 
United States will be subject to the 
profits tax if his income is 
more than $6,000 a year, Two para 
graphs inserted by the conferees 
and agreed to by Senate and House 
cover the subject. The act will levy 
an 8 per cent, tax on the incomes 


excess 


of professional men in excess of 
$6,000. A doctor, for instance, with 
an income of $10,000, will be sub 
ject to the regular income tax on 


$10,000, and also to an 8S per cent. 
tax on $4,000. 

One of the paragraphs covering 
this new feature is found in Section 
200: “The terms ‘trade’ and ‘bus 
ness’ include professions and occu 
pations.” The other paragraph, in 
Section 209, 

“That in the case of a trade 
business having no invested capita! 
or not more than a nominal capital 
there shall be levied, assessed, col 
lected, and paid, in addition to the 
taxes under existing law and under 
this act, in lieu of the tax imposed 
by Section 201, a tax equivalent to 
8 per cent. of the net income of such 
trade or business, in excess of the 
following deductions: In the case of 
a domestic corporation, $3,000; and 
in the case of a domestic partne: 
ship, or a citizen or a resident of 
the United States, $6,000; in the 
case of all other trades or business, 
no deduction.” 


reads: 


or 


A. T. Graham, of Chicago, president 
of the Insurance Institute of America, 
has again taken up ‘with his usual vigor 
the educational work among insurance 
men, in which he has long been prom 
inent and successful. Mr. Graham's 
work centered for many years in Chi 
cago where he built up a wonderful edu 


cational organization among the fire 
insurance offices through the auspices 
of the Fire Insurance Club. The need 


for trained insurance men is always a» 
parent (but the exigencies of the war 
have placed an additional burden upon 
those who seek to supply this want. In- 
surance offices were never so hampered 
by lack of available experienced men 
and the work done by Mr. Graham in 
preparing junior clerks for more respon- 
sible positions is appreciated now more 
than ever before. This educationai 
work is a form of preparedness which 
is standing the insurance business in 
good stead in this critical sime. 


MEET ABOUT LOAN 
\ meeting of New York City manag- 
ers and general agents to discuss plans 
or the new Liberty Loan was held in 
this city yesterday 


Smoot’s War Risk 


Amendments 


COMPANIES WOULD GET POLICIES 
AFTER THE WAR 


Vote on Bill Scheduled for Thursday 


Afternoon—$10,000 Maximum 
Not Reduced 
An agreement to vote on the soldiers’ 
and sailors’ war risk insurance bill and 
amendments not later than 5 P. M., 
Thursday, was adopted on Wednesday 
by the Senate. 

Practically all of Wednesday was de- 
voted to explanation of the ‘bill by Sen- 
ator Williams, who is in charge of the 
measure, and debate over the advisa- 


bility of continuing the insurance plan 
after the war. Senator Weeks opposed 
this feature of the ‘bill, and Senator 


Smoot introduced an amendment pro- 
viding for turning over to private com- 
panies all insurance policies held by 
enlisted men, the Government paying 
the difference in cost. 

Another amendemnt by the Utah Sen- 
ator would establish the same family 
allowances as were operative during the 
Spanish-American War. 

The Senate declined to accept an 
amendment introduced by Senator New, 
of Indiana, appropriating $25,000,000 
with which to pay the rent of families 
and other dependents of officers now on 
active duty. 


All committee amendments to the 
House bill were accepted, except one 
reducing the maximum amount of in- 


surance to a ‘man from $10,000 to $7,500, 
on which there will be a vote Thursday. 


The Germania Life has subscribed for 
$500,000 of Second Liberty Loan bonds. 
It was the first of the American life in 
surance companies to subscribe to the 
first Liberty Loan in the amount of 
$500,000. 


LIBERTY LOAN 
New York Life Subscribes For 
$10,000,000—Mutual Life 
for $10,000,000 


Soon after the campaign in 
the interest of the Second Lib- 
erty Loan opened the New York 
Life subscribed for $10,000,000. 
The Prudential has subscribed 
for $7,500,000. Home Life for 
$500,000. Mutual, $10,000,000. 
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GROUP 


INSURANCE 
Life, Accident and Health 


With the same Prompt and Expert Safety Engineering and 
Inspection Service and Organization which has made 
the Name of The Travelers Famous 


AGENTS AND BROKERS 


Refer Your Inquiries to The Group Insurance Division. 


THE TRAVELERS 
INSURANCE COMPANY 


Hartford, Connecticut 

















J. C. Humes 
President 





Reserve Company 
Are You a Big Producer? Can You Prove It? 


A Legal 


GENERAL AGENT WANTED IN 
Fletcher Trust Bldg., 


INDIANA 


Indianapolis, Ind. 


ONE 
Home Office: 








Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 














Established 



































Fifty years of success 


The Strength of the Company —the 
growth of a half century—towering back 
of every policy contract, assures the largest 
possible measure of security, service, and 
saving to the insured. 


The wisdom of the founders in restricting the 
Company's investments to farm loans, has throughout 
the years afforded the largest degree of safety, to- 
gether with the greatest earning power on its invested 
funds. It has in addition served the Nation, and 
the wide world in these troublous times, by its signal 
aid in the development of the Country’s Agricultural 
Resources. 


The manifold service of the past half century may 
safely be accepted as a criterion of larger service 
in store for its policy-holders and their beneficiaries. 


For Information address Allan Waters, Second Vice-Pres. 


The Union Central Life Insurance Company 
Jesse R, Clark, President 


Cincinnati 
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Promotions by 


The John Hancock 


POND AND MORSE ASSISTANT 
MANAGERS INSURANCE DEPT. 


Messrs. Keefe, Abbott, West and Gil- 
christ Also Advanced By 
the Company 

Walter R. Pond has been appointed 
an assistant manager of the Insurance 
Department of the John Hancock Mu- 
tual Life. He entered tthe service of 
the Company as an agent in the Rox- 
bury district in 1904, and was made 
application inspector for that district in 
1907. ‘He was appointed home office 
inspector in 1909. 

Arthur M. Morse, formerly manager 
of the renewal division of the home of- 
fice, has been appointed an assistant 
manager of the Insurance Department. 
He started with the Company in 1905, 
becoming attached to the president’s of- 
fice. In 1913 he was appointed manager 
of the renewal division. 

Frank J. Keefe, formerly secretary of 
the secretary's special staff, has been 
appointed chief clerk of the Insurance 
Department. He has been with the 
Company since 1903. 

G. G. Abbott has been made manager 
of the renewal division of the secre- 
tary’s department. He is assisted in 
his new duties by P. N. Eckman. 

Edgar C. West, Jr., has ‘been appoint- 
ed home office inspector of the John 
Hancock Mutual Life. He has been 
with the Company twenty-three years, 
beginning as agent in Philadelphia. 

James Gilchrist has also been made a 
home office inspector. He began with 
the Company in Brooklyn as an agent, 
1906 was made transfer inspec- 


and in 
tor. In 1910 he was made superintend- 
ent of the Greater New York Agency. 


He is succeeded in New York by Levi 
James. 


A. P. Minchew at a re- 
cent club meeting said, 
“I have been asked a 
number of times how ! 
write life insurance, and 
it is one of the hardest questions that 
I have ever attempted to answer.” He 
answers the question in the last issue 
of the “International Life Man.” 

“Inasmuch aS my work is primarily 
confined to country towns and small 
communities, I will try to outline a 
few things to do; also a few don'ts. 

“In going into a strange town to be- 
xin work, do not try to start too quick- 
ly, for such starts are usually bad ones. 
Meet the bankers, and if possible con- 
tract with’ one of them to represent 
your company, then you get a line on 
the people that need and can carry life 
insurance, and at the same time you 
have arranged to get your paper handled 
when your business is issued and de 
livered. 

“Be careful in talking to your bank 
er. Do not boast of what you can or 
will do—time will tell. If it is im- 
possible to interest the banker, there 
is always some person of influence and 
finances (notice the combination) who 

anxious to increase his income. The 
banker will tell you of such a man, one 
everybody likes. Arrange with him for 
a couple of weeks’ work and have him 
give you a list of good men before you 
start out, so you will know exactly who 
This will pre- 


How to Get 
Business in 
the Country 


you are going to see. 
vent going over the same _ territory 
twice. 


“Discuss with your prospective co- 
worker the financial condition of each 
prospect, his liabilities, his assets, his 
home surroundings, the children that 
are dependent, etc. Don’t try to learn 
the man’s disposition or his nature un- 
til you meet him. Judge that for your- 
self and be governed accordingly. Do 
not quote a rate at the beginning of 





your canvass. Lay before your pros- 
pect the specimen policy. Do not lose 
sight of ‘he fact that your prospect is 
not posted on life insurance, and you 
are liable to explain it to him too fast. 
Go slow, emphasizing every feature. 
Watch him-clesely. You can soon tell 
if you’ are making an impression. It 
might be that you will have to change 
tactics. This is very important. Many 
times I have ceased my canvass and put 
my papers in my wallet to allay some 
suspicion and to throw the prospect off 
guard and began talking of his family, 
his children, their future welfare, etc., 
and gradually gained his confidence 
and closed him. 

“Do not over-write your prospect. It 
is just as important not to undersell 
him. Represent your company and its 
policies as they are written and they 
will sell. Many agents fail to sell in- 


THE 
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surance by misrepresenting. Any old 
line insurance properly presented will 
sell. I have known agents who wasted 
nearly all of their time trying to de 
vise some unfair method to sell life 
insurance. Those men never last long 
with any one company. 


“Be friendly with your competitors 
(not chummy). Avoid arguments with 
them, for it will gain you nothing. Dis- 
play your ability when you meet them 
in competition. 

“While working in a town away from 
your home, never loaf on the streets. 





Metropolitan Life Insurance Company 
Home Office Building 





METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


Of the People 
By the People 
For the People 


The Daily Average of the Company's 
Business during 1916. was: 


701 per day in Number of Claims Paid. 


8,304 per day in Number of Policies 
Issued and Revived. 


The Company 


$1,969,823 per day in New Insurance 
Issued, Revived and Increased. 


$376,827.40 per day in Payments to 
Policyholders and Addition to 
Reserve. 


$220,509.26 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 





Do not be seen idle; everyone is watch 
ing a stranger. When you start some 
place, go like you only had a minute’s 
time. Put pep and ginger into your 
walk. If after a strenuous campaign 
you feel worn and tired, go home and 
rest. You will come back feeling fresh 
and like work. Do not rest in the town 
where you are working. Do not can 
vass a prospect if you are sick or feel 
badly, but do not become corfused and 
think you are sick when jt is only an 


GROUP ARGUMENTS 
Put in Tabloid Form By Travelers In- 
surance Company—Small Groups 
Coming 


soliciting 
fact that 


cannot 


advantages of 
the 
persistent. It 


the 
insurance is 


Among 
life 
taken it is 


group 


once 


excuse not to work. If we wait for well be twisted, and it grows with 
conditions to be exactly right before the growth of the business. 

we Sa Se Were, te agg ene Taken out at present generally by 
work. I have some friends in the ine ) “ere ; : 
surance business who never feel well, /@'ser firms it is only a question of 
It is always too hot, or too cold, too time when it will become more gen 
wet or too dry, and in fact they are erally applied by small manufacturing 
always looking for an excuse not to concerns, business houses and whole 
york. easo it ourself. See if . nn 
work Re — = h — elf at sale and retail stores, says the Trav 
you are trying to renig. You are the Slee? 4.” 

judge and can render a fair verdict. If ©ieTs’ “Recore 

you find you are not playing fair with In large establishments where the 
yourself, then get busy, write three ap- writing of the business presents some 


plications that very day and when you complex problems it is possible for 





do, don’t stop-—-keep going.” agents to work up an interest and pre 
pare the way for a special agent In 
The Peoria Life accords a free med- many cases however all the work can 
ical examination to policyholders an- be accomplished by the agent with lit 
nually. tle assistance. 
Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’ 


mean certain success for you. 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET. NEW YORK, N.Y. 














DECLINATIONS 
Amount to About $1,000,000 a Day— 
Significance of This to 
Average Man 





The following information is believed 


to be correct 135,000 applicants for 
life insurance were declined in the 
United States during 1916. The aver 


age amount of insurance declined each 
day 


New 


This is 


is not far from $1,000,000, says the 
Mutual “Pilot.’ 
appalling lesson 


citizens It 


Kngland Life's 


an object to 


our message should be 
brought home to the man who delays, 
because practically every rejection was 
unexpected, and 
had the 


Impairment 


was indeed unneces- 
sary 
his 
gave 


health 


examination 


applicant acted before 


occurred Every man 
impression of g00d 
tify presenting himself for 

And it i 
life 
believe 


an sufficient 


to jus 


a fact that men 


who apply for insurance almost 


invariably themselves to be 


well Last 
number 


When a 


year an 


underwent a 


unusually large 
sad awakening. 
man really needs life insur- 
ance he cannot get it at any price—be 
of impaired health The wise 
anticipates future needs. 


Cause 


man 


AGENCY 
agency 
They 


ability 


CLUBS 
serve 
the agent 
the path of 
him a speeding up 


The 


purposes 


clubs two distinct 


keep of 


proven straight in 


success, by giving 


once a year, by giving him rare oppor- 


tunities for further education in his pro 


fession. To the agent who has not yet 


qualified, they furnish abundant inspira 
tion by giving him something to work 
for—a goal to reach—a stimulus for 
intensified endeavor Even if an agent 
not succeed in qualifying, the ad 


ditional effort of trying means increased 


does 


business and increased earnings.—The 
Little Upstart 

“It is pretty hard for a man with a 
large family to live on a small income,” 
iid a sad-looking man to John W 
Watts, of the Peoria Life, Kansas City, 
whereupon Mr. Watts made this com- 
ment: “It is much harder for his fam- 


ily to live without his income if he dies.” 
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CANADIAN WAR CLAIMS 
With a view to ascertaining the ex- 

tent to which the life 

panies in Canada have been affected by 


insurance com 


the war, the Canadian Superintendent 
of Insurance sent a circular to each 
company asking for the figures show- 
ing the war claims incurred during 
each of the three years 1914, 1915 and 
1916. The claims were further classi 


fied in each year according as they were 
incurred under policies held by 

(A) killed in ae 
tion, or dying from wounds; 


Enlisted soldiers 


(B) Enlisted soldiers dying from other 


causes; and 
(C) Other persons engaged in war 
service or civilians dying as a result 


of military operations 
that the 


comprehensive as 


might be 
cir 


In order inquiry 


as possible the 
cular was directed to the life insuranc?® 
the number of 


societies 


companies and large 
fraternal 


Provincial 


under 
all 
licensed 


operating 


licenses as well as to 
such companies and societies 
by the insurance department. 

Returns have now been received from 
the 


Provincial 


all and societies with 
exception of a 
fraternal societies the figures for which 
affect the totals. 


figures received 


companies 
few small 
will not appreciably 
The tabulation of the 


gives the following results: 


Incurred. 
Dominion Provincial 


Canadian War Claims 


Year 1914. licenses, licenses. 
Be, Mricimcw td arena avenues $15,793 $1,000 
ae etd itd aire wad $e 1,622 1,000 
Sy eles wlee.e6 esc 
$17,415 $2,000 
Year 1915 
PP Saree $1,607,342 $114,746 
De dbstaeeet ss 190,684 18,500 
S Ge eeas Sen kss oes 141,709 7,585 


$1,939,735 $140,831 


Bm Wieeeueear see $4,318,839 $426,711 
> “ae seb nit wena. 226 987 50,411 
eee 15,112 1,500 


$4,560,939 


$6,518 O88 


$621,453 


| ae $621,453 
In addition to the foregoing, Cana- 
dian companies incurred claims under 


policies held. by British and foreign 
policyholders. as follows: 

Inn Be Gib art brcnicateivie preeork dln eeno.s $55 827 
TOR fee or nis scesiene reeee-0:+ ene.s oc 175,260 
CUPEERS  gcalds ards aida, nek akon ana @ 293,848 


The comparative importance of these 
seen when.it is stated 
that the total death claims incurred 
during the year by the companies 
amounted to $22,462,118 so that the 
approximately 
claims in- 


ciaims will be 


been 
the total 


have 
per cent. of 


war claims 
20.3 
curred. 

Notwithstanding the difficulties aris- 
ing out of the war the total amount of 
policies in Canada taken during the 
year 1916 was $231,101,625, which is 
greater than the amount taken in 1915 
by $9,982,067. The Canadian companies 
show an increase in 1916 of $17,167,971, 
whilst in 1915 they had a decrease of 
$4,472,014; the British companies have 
a decrease of $476,680, whilst in 1915 
they had a decrease of $3,567,277; and 
the American companies have a de- 
crease of $6,709,224, whilst in 1915 they 
had an increase of $12,152,333, the total 
increase in 1916 being $9,982,067, as 
above stated. 

The respective amounts effected are: 
Canadian companies $138,201,281 
British and Colonial 


“com. 
5,250,633 
87,649,711 


panies 
States companies... 


United 
ORGANIZATION POSTPONED 


Bankers in Annual Convention Delay 
Action on Fidelity and Surety 
Company 

Postponement for another year of the 
fidelity and 


proposal to organize a 

surety company within the American 
Bankers’ Association was the result of 
the deliberations of that body at its 
annual meeting in Atlantic City last 
week. The subject had been submitted 
to a referendum. ‘The executive coun- 
cil, by vote of 20 to 32, recommended 
that the referendum committee be 


made a convention committee and that 
the outgoing and incoming presidents be 
made members thereof. It also recom- 
mended that this committee be directed 
to bring in a plan for the formation of 
a company to write fidelity and surety 
business of banks “at as near cost as 
possible.” 

When the subject was \brought up 
Thursday it was ‘by unanimous consent 
carried over to Friday. When the reso- 
lution was read a number of members 
asked if it did not commit the associa- 
fion to the principle of organizing a 
company. The Chair ruled that it did 
not make such commitment. The reso- 
lution provides that the plan for organ- 
ization must be submitted to the execu- 
tive council and if approved must then 
come before the convention at its an- 
nual meeting a year hence, 


15 YEARS WITH PHOENIX 


John B. Knox’s Interesting Career— 
Company Had Five Clerks When He 
Started 


John B. Knox, secretary of the Phoe- 
nix of Hartford, is starting on his forty- 
eixth year with that Company. When 
he began the Company had four officers 
and five clerks. Henry Kellogg was 
president. 

Mr. Knox was a ‘boy of fifteen when 
he started. He became a special agent 
when twenty-five and in 1891 was ap- 
pointed assistant secretary. In 1907 he 
was advanced to secretary. 

With the exception of President Clark, 
of the Aétna, Mr. Knox is oldest in point 
of service in Hartford. His sons are 
also well-known fire insurance men. 








ALVIN P. LLOYD 


Alvin P. Lloyd, it is announced by 
Fred S. James & Co., has been selected 
to succeed J. B. Guthrie, who has re- 
signed to become assistant secretary of 
the New Jersey Fire, this arrangement 
being effective October 15. Mr. Lloyd 
will handle the field interests of Fred 
S James & Co., United States man- 
agers of the General Fire Insurance 
Co., Urbaine Fire Insurance Co. and 
the Eagle & British Dominions Insur- 
ance Co., Ltd. The territory involved 
is Pennsylvania, Maryland, District of 
Columbia, Virginia and West Virginia, 
and the James office feels that it is 
particularly fortunate in its selection, 
as Mr. Lloyd has traveled approxi- 
mately the same territory for the Law. 
Union & Rock with conspicuously suc- 
cessful results. 

Mr. Lloyd has successively passed 
through the various grades in the busi- 
ness from file boy to special agent, 
having started in 1901 with the Fire- 
men’s Insurance Company of Balti- 
more. In 1905 he went with J. Ramsay 
Barry & Co. as examiner and chief 
clerk, and in 1907 was promoted to the 
special agency in the middle depart- 
ment for that office. Mr. Lloyd re- 
signed from the work in question to 
become the unéerwriter in the general 
agency of Edw. E. Hall & Co. This 
position he resigned in 1910 to become 
special agent of the Law, Union & 
Rock for which Company he has trav- 
eled up to the present time. 

Mr. Lloyd is popular in the field, and 
his many friends will be glad to hear 
of his new work. 

Fred S. James & Co. have also en- 
gaged Frank Langlois, of the Home, 
to be examiner in the Middle West, and 
J. J. Dougherty and John Waldman, 
of the North River, to be assistant ex- 
aminers in the middle department and 


New England territory, respectively. 
INCREASES CAPITAL 
Directors of the Westchester Fire 


have resolved to increase the Company’s 
capital from $500,000 to $1.000,000, the 
new stock to be sold at $200 a share, 
par $100. The stockholders will take 
action on the reselution October 25. 


M. J, Dillon, a new vice-president’ of 
the National Association of Life Under- 
writers, is one of the strong figures in 
the Northwestern production field. He 
lives in St. Paul and has been an active 
worker in the association’s affairs for 
years. His company is the Northwest- 
ern Mutual Life. 

+ * * 


J. T. Wilson, president of the Cana- 
dian Association of Life Underwriters, 
was an interested observer at the New 
Orleans Convention of the National As- 
sociation of Lifs Underwriters. He 
lives in Halifax and is manager of the 
Canada Life for Nova Scotia. He has 
a million dollar agency, and will prob- 
ably write more than that amount this 
year despite the number of his men 
who have gone into the war. For some 
time Mr. Wilson has been vice-presi- 
dent of the Canadian Association of Life 
Underwriters and he was elected presi- 
dent at Winnepeg. He is a keen ob- 
server of events, a prominent man in 
his city, and a splendid representative 
of life insurance interests. 

* lol * 


John M. Gaines, formerly in the ac- 
tuary department of the New York 
Life, has been designated by Governor 
Whitman as man best fitted to outlme 
a plan for taking a nation-wide census 
of military resources under the direc- 
tion of the Division of Co-Operation 
with States of the Council for National 
Defense. 


ADOPTS BOILER CODE 


Installation Rules of Engineers Stand- 
ard in New Jersey After 
November 1 


Installation boiler rules of the Amer- 
ican \Society of Mechanical Engineers 
will be standard in ‘New Jersey after 
November 1. ‘These rules will apply 
only on new equipment but regulations 
for boilers and engines already in use 
will likely be adopted at a meeting to 
be held in a week or so. At a meeting 
held in Newark last week it was de- 
cided that a tentative code should be 
prepared and submitted to those present 
for a written expression of their views. 
Among those who took part in the dis- 
cussion were T. T. Parker, chief inspec- 
tor for the Fidelity & Casualty; James 
G. Shaw, supervising inspector Travel- 
ers of Hartford; A. E. Bonnett, assistant 
chief engineer Hartford Steam Boiler; 
John \Y. Gillespie, assistant chief in- 
spector Royal Indemnity; Leo A. Turn- 
bull, supervising inspector Globe In- 
demnity Company, and John L. M. Mar- 
tin, assistant manager Travelers’ In- 
demnity. 

‘The movement for standardization of 
construction‘of \boilers is growing stead- 
ily. Improved codes are now in force 
in New York on existing installations 
from July 1, 1917, and after January 1, 
1918, on new equipment. Massachu- 
setts, Ohio, Wisconsin, California, In- 
diana and Pennsylvania also have en- 
acted codes, while the cities of Detroit 
and Chicago have their own regulations. 





MISS C. D, PLAGE HONORED 


On behalf of the Great Eastern Casu- 
alty, Miss C. D. Plage, head of ‘the 
stenographic department, was present: 
ed with a wrist watch in. appreciation 
of her long and faithful service. She 
has. the distinction: of »Having, ‘been 
with the Company ever since it com: 
menced business. The presentation 
was’ made ut ‘the twenty-fifth anniver- 
sary meeting in New York this week. 
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FIRE INSURANCE DEPARTMENT 





Co-operatives Claim 
_ Non-Liability 


REFUSE TO ‘PAY. LOSS ON A 
DWELLING NEAR AMSTERDAM 





Loss Proof Mailed Saturday; Received 
Monday—Say It Came 
Too Late 





A one-family cottage in Fort Johnson. 
IN. Y., owned by 'W. H. Kelly, of Am- 
sterdam, IN. Y., was insured for a pe- 
riod of three years on February 1, 1917, 
for $1,500, through the agency of I. E. 
Devendorf Co. in the following com- 
panies: 

‘Pioneer Co-Operative, of Green- 
ville, $500; Co-Operative Fire of 
Catskill, $500; Merchants & Farm- 
ers of Middleburg, $500. 

House Burned March 27 

The house was completely destroyed 
by fire on March 27, 1917. On May 26 
Mr. Kelly sent proofs of loss to the lo- 
cal representatives of the co-operatives 
and sent them by registered mail to each 
of the three companies. The companies 
did not pay the loss, claiming that the 
house ‘was unoccupied and also that 
proof of loss was not received by them 
within the time required by law (sixty 
days). ‘The registered letters ‘were 
mailed on May 26, a Saturday. 

The house was occupied by a widow 
living alone. Aibout the first of the year 
without notifying Mr. Kelly she rented 
a room in Amsterdam, and from then 
until three or four days prior to the 
fire she did not sleep in the house, going 
there only at. intervals during the day. 
Several days prior to the fire she gave 
up her room in Amsterdath “td re- 
turned to Fort Johnson. The policies 
state that if the premises are unoc- 
cupied for ten days the policy is void. 

The Point at Issue 

Insurance men up-State are interested 
in this case and have raised the follow- 
ing questions: 

If the proof of loss was registered in 
the post on the fifty-ninth day of the 
sixty days allowed for registering, have 
courts upheld the claimant as having 
filed a legal proof of loss? 

Does ‘a proof of loss, mailed to a com- 
pany on Saturday, May 26, the fifty- 
ninth day after the loss, become a legal 
proof of loss if the company does not 
receive it until (Monday, the sixty-first 
day? 





VALUATION COMMITTEE MEETS 

The committee on valuation of secur- 
ities, of the National Convention of In- 
surance Commissioners (will meet to 
day, Thursday, in (New York at Hotel 
Astor. 








GETS EASTERN PENNSYLVANIA 


John A, Lance With Pittsburgh Under- 
writers—F’. H. Westmeyer Resigns 
to Become a Broker 


An addition to the field force of the 
Pittsburgh underwriters has been made 
in John A. Lance, located at Reading, 
Pa., who -will cover the Eastern Penn- 
sylvania field, formerly covered by 
Howard Stephenson and G. Ralph 
Manderbach. Messrs. Stephenson and 
Manderbach will continue as formerly, 
the first named for New York. Mer. 
Manderbach’s territory will include 
Western Pennsylvania and Maryland. 

F. H. Westmeyer, who has _ repre- 
sented the Pittsburgh Underwriters 
for Ohio and Indiana, has resigned to 
take up independent adjusting for com- 
panies at Toledo, Ohio, where he will 
be associated with J. E. Curtis. He 
will be succeeded by Walter E. Vol- 


brecht, who has heretofore been in 
charge of the loss department of the 
Company. 


NORTH AMERICA MEETING 
Field Men and Departmental Managers 
Hold Three Days’ Sessions 
in peices 


Representatives of the Insurance 
Company of North America, including 
its State and special agents and depart 
mental managers, met for a three-day 
convention at the Bellevue Stratford, in 
Philadelphia, on October 3, 4, and 5. An 
elaborate series of talks was arranged, 
covering practically every department 
of fire insurance activity. 

A splendid program of entertain 
ment for the company’s guests was ar 
ranged during their stay. 

In connection with the meeting it is 
interesting to know that this is the 
125th anniversary of the company. It 
wrote its first?marine policy in 1792 and 
its first fire policy in 1794 and was the 
first company in America to appoint an 
agent outside of its home territory, es- 
tablishing, at the same time, the agency 
system of writing fire insurance in 
America. 


H. S. BROSE WITH CAMDEN 


Former Special Agent of British Amer- 
ica in New Jersey is Made Manager 
of Company’s Loss Department 


The Camden Fire has appointed H. 
S. Brose as manager of its home office 
loss department. Mr. Brose for the 
past six years has been special agent 
of the British America in New Jersey. 


FIRE AND MARINE 
INSURANCE—ALL LINES. 











The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital ° 


Liabilities (Except Capital) 
Surplus to Policyholders ° 


Statement January 1, 1917 


Assets ° ° - 


. - $1,000,000.00 
° 2,748,832.19 

° : 1,039,977.81 
- 1,708,854.38 











AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE AETNA CASUALTY & SURETY CO. 




















OTHO.E. LANE, President 


BERNARD M. CULVER 
WILLIAM L. STEELE 
Vice over! a ( 


CHAS. A LUNG 
WILBUR. C..SMITH 





“Agents Everywhere” 





NIAGARA FIRE INSURANCE COMPANY 


ESTABLISHED 1850 





123 William Street, NEW YORK 


FIRE 

TORNADO 
AUTOMOBILE 
RENTS 

SPRINKLER LEAKAGE 
EXPLOSION 

FULL WAR COVER 
LEASEHOLD 





Use and Occupancy, Profits, 
Commissions —— All Forms 








C. H. VAUGHAN MAKES CHANGE 
Takes Charge of Sprinkler Leakage, 
Water Damage, Fly Wheel Depart- 
ment of Automobile Company 


Charles H. Vaughan has been placed 
in charge of the sprinkler leakage, 
water damage and fly wheel depart- 
ment of the New York office of the 
Automobile Insurance Company of 
Hartford. Mr. Vaughan has been man- 
ager of the sprinkler leakage depart- 
ment of the Germania Fire since the 
Germania entered that field, and had 
previously been with the New York 
Fire Insurance Exchange as an inspec- 
tor and rater for four years. He start- 
ed with the Automobile Insurance Com- 
pany on Wednesday. 


of Chatham, N. Y., 
& Son. 


Harold M. Angell, 
has gone w'th Rathbone 


Bi iG tt 


{ic _ WiLLIAN nH 1_Kewze COMPANY 


JAMES REILLY APPOINTED 


Succeeds Chas. H. Vaughan as Manager 
of Sprinkler Leakage Department 
of Germania Fire Insurance Co. 
The Germania Fire Insurance Com 
pany this week announced the appoint 
ment of James Reilly as manager of 
the sprinkler leakage department of 
the Company succeeding Charles H 
Vaughan, who resigned to go with the 
Automobile Insurance Company of 
Hartford. Mr. Reilly was until re- 
cently with the New York Fire Insur- 
ance Exchange where he had been for 
ten years. 
Benjamin Rush, president of the In- 
Surance Company of North America, 
has accepted the invitation of the In- 
surance Society of New York to make 
an address on marine insurance at an 

early date. 
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Interest in Home’s 
Jumbo Line Letters 


AGENTS NOT ONLY EXPRESS POSI- 
TION, BUT GIVE REASONS 


Three Typical Letters of the Thousands 
Received—Agents Insist 
Upon Accommodation 


Nothing that has occurred in some 
time has caused so much interest a: 
the plebiscite of the Home of New York 
in regard to jumbo lines, and the opin- 


ion of the vast majority of agents of 


that Company that they are opposed to 


passage of legislation restricting re 


insurance which would result in cutting 
down the size of lines. Three of the 
most interesting letters received by the 
Hlome have been secured by The Kast 
ern Underwriter and are published here- 
with 

Reply From Agent in Large City 

In repky to your circular communica 
tion of the 26th inst., relative to the 
wbove subject, contents of which have 
been carefully noted, we wish to say 
that we are entirely satisfied with the 
present condition in this regard 

The (writer has been’to numerous 
meetings of the National Association of! 
Insurance Agents, and also State mect 
ings, where this matter was discussed, 
and he does not consider that the ar 
guments used against the present re 
insurance system are of sufficient im 
portance to warrant any change at the 
present time We do not see how the 
small companies would be very materi 
ally benefitted by so large a reduction 
in the carrying capacity of the larger 
companies, and we do feel that in many 
cases the assured would be seriously 
embarrassed by the inability to secure 
sufficient insurance to cover his prop 
erties 

In our,own case, it would necessitate 
the taking on of other companies in our 
office, in order to properly care for our 
business, which would entail additional 
labor in bookkeeping; also necessitate 
the conforming of our ideas to more 
than the two companies which we have; 
increase the time necessary for addi 
tional! inspections in company with spe 
cial agents, and perhaps make it neces 
sary for us to employ additional help 
in the office in consequence of the in 
crease above stated. We also feel that 
a greater distribution of the business 
would tend to increase the number of 
agencies, and ‘we find that such agents 
as are selected by the small companies 
have proven very unsatisfactory and 
are detrimental to the business, as in 
the majority of cases they resort to 
practices which are not considered regu 
lar and ethical by the more substantial 
companies and agents, and in 
cases mislead the assured and prejudice 
him against insurance business in gen 
eral, on account of their mis-statements 
through ignorance. 

Many of the larger insurers greatly 
prefer a few large policies, as it sim 
plifies their bookkeeping and greatly fa- 
cilitates the adjustment of a loss when 
it occurs. , 

We, therefore, wish ‘to say in conclu- 
sion that we feel that the evil of the 
practice is greatiy exaggerated and that 
the good resulting from such practice 
very greatly outweighs the bad features 
We are, therefore, of the opinion that 
present conditions should not be dis 
turbed, particularly at this time, when 
financial conditions are as uncertain as 
they are. 

Very truly yours, 


Reply From Agent in Manufacturing 


City of Medium Size 
Answering your letter requesting the 
regarding “jum 


opinion tf your agent 


many ' 





B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
105 William Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











ADEQUATE 
FACILITIES 


ALL LINES 








CLARENCE A. KROUSE & CO. | 
LOCAL AND GENERAL AGENTS 
325 WALNUT STREET 


Twine €.k Ff Ht A 





SATISFACTION 
7ERVICE 


ALL LINES 





PHILADELPHIA, PA. 


PENNSYLVANIA | NEW JERSEY 








307 FOURTH AVENUE 





LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 





bo” lines, we suppose from the stand- 
point of the Company net lines are pref 
erable, but we ‘believe that from the 
standpoint of the agent and the assured 
that large lines are desirable and that 
the present custom is the result of pub 
lic demand, 


Large insurers prefer to pla their 
business with a few companies on ac 
count of the ease in filing and recording 
policies and because they have less com 
panies to deal with in settlement of a 
loss,.fewer proofs to sign, and less work 
in case of endorsements 


For similar reasons the agent prefers 
to place his business in a small number 
of companies as it decreases his ex 
pense and his labor. We have found it 
true here that some manufacturers, find 
ing we could not handle their entire 
line but brokered it in’ part through 
other agencies, would take the excess 
business and turn it over direct to the 
agents through whom we brokered, they 
very likely being as good friends of th: 
assured as we are. We formerly could 
dispose of Some part of the larger lines 
by reinsurance with our smaller com 
panics, or through the smaller compa 
nies of other agents, but this practice 
seems to have 'practically stopped he 
cause the smaller companies would not 
accept agency re-insurance. It seems 
to us that this disposes of the argument 
that ‘the smaller companies are injured 
by the present practice If they will 
NOT take re-insurance lines but must 
have direct lines, it is their choice. 

Yours very truly, 


Reply From Agent Illustrating the 
Value of “Quick Cover” Facilities 
For Large Lines 


We have your favor of June 26 in 
reference to what you term “jumbo” 
lines. The writer has now been en 
gaged in the local fire insurance busi 
ness about twelve years and can only 
give information from the viewpoint of 
an agent located in a town of 17,500 
population. We represent in our agency 
twenty-two of the leading fire insur- 
ance companies represented in this 
country, and no doubt we could pick 
ont any two or three in this lot that 
would write all the business we would 
have to offer here. With these facili 
ties ‘we have, however, found it very 
convenient and proper to have compa- 
nies that accepted large lines; that is, 
what we consider above the average. 
For instance, we have ‘been requested 
many times, after the closing hours of 
business, to bind $25,000 to $50,000 on 
cotton. Without a company that ac 
cepted large lines we could not have 
handled this so readily. 

We make it a practice, of course, to 
divide the business among our compa 

(Continued on page 14) 





SCHAEFER & SHEVLIN 


103-5 William Street GENERAL AGENTS New York, N. Y. 
DUBUQUE FIRE AND MARINE INSURANCE CO. 


Excellent Facilities for Handling Suburban Business Phone: John 2312 








WILLIAM C. SCHEIDE & CO,, Inc. 
HARTFORD, CONN. 


Re-Insurance in All Branches 











Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 








WALTER F. ERRICKSON 
38-40 Clinton St., Newark, N. J. 95 William St., New York 
Representing 
THE GERMANIA FIRE INS. CO. 
For Automobiles 
Special facilities for out-of-town business. 








ARTHUR C. SWINTON 


1 Liberty Street GENERAL AGENT New York City 
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Mallalieu Addresses 


Northwest Congress 
TELLS HOW ENEMIES 
BURNED FOOD SUPPLY 


HERE 


Entire Product of Thirty-eight Acres 
Burned in a Single 
Loss 


The principal speaker at the Fire 
Underwriters’ Association of the North- 
West ‘which met in Chicago October 3-4 
was 'W. E. Mallalieu, general manager 
of the \National Board of Fire Under- 
writers. (Mr. Mallalieu described the 
work of the ‘National Board in connec- 
tion with conservation. 

In discussing grain fires he said there 
had been an extraordinary outbreak of 
fires among grain many 
points. Some of these fires have been 
of great size. One single blaze is said 
to have destroyed the entire product of 
38,000 acres. Another is computed to 
have burned up the grain that would 
have made fifty million loaves of bread, 
and there have been others. German 
submarines could hardly be more ef- 
fective. Mr. Mallalieu added: “In fact, 
there is no doubt that many of these 
fires have been directly caused by our 
foes.” Continuing he said, in part: 

Looking Behind the Scenes 

“Some of the recent exposures of the 
German system in this country have 
taken us behind the scenes and shown 
us how these fires have been caused. 
We have seen an astonishing organiza- 
tion, directed from central points, busily 
attacking the nation’s resources, par- 
ticularly its food supply, by means of the 
torch and the bomb. Incendiaries have 
swarmed throughout the country; they 
have been especially active in the grain 
districts of the Northwest. For ex- 
ample, here in one small clipping from 
the Duluth ‘Herald,’ of September 5th, 
are dispatches from the tow ” of Michi- 
gan, Jessie and Bowman, N. D., telling of 
incendiary fires that had ae occurred; 


elevators at 


two of the three were in grain ele- 
vators. Here is another, from Klamath 
Falls, Oregon, describing the destruc- 


tion of a flour mill and of a large quan- 
tity of flour and grain. In this case, the 
fire was laid to the I. 'W. W., that ami- 
able organization which planned exten- 


sive fires in the grain fields of the 
Northwest. 

“Other fires are the product of our 
own familiar American carelessness, 


which is ever ready to take a chance. 
For example, an elevator at Rochester, 
N. Y., suffered a $700,000 fire upon July 
23, and $450,000 of this amount was in 
grain and other food supplies. It is 
said that up to four years ago, this ele- 
vator was siprinklered, but that the own- 
ers had some dispute with the insur- 
ance companies as to the credit to which 
they ‘believed themselves entitled, and 
foolishly removed the sprinkler system, 
thus inviting the blaze which later came. 
There seems to be little doubt that the 
sprinklers, had they been left in place, 
would have saved the plant; therefore, 
whatever may have been the cause of 
the fire, the negligence of the owners 
was principally to blame for the result. 
The tragedy of the case is that while 
hundreds of thousands of dollars’ worth 
of irreplaceable food twas going wp in 
flames, men, women and children were 
starving in Europe. There is no escape 
from moral responsibility in such a case. 
When there is actual shortage of food, 
no amount of insurance can cover the 
loss. ‘One cannot eat money. The 
whole world is in a race with starvation, 
and anyone who permits stored food- 
stuffs uselessly to burn is guilty of neg- 
ligence little short of criminal. 


“Such instances as these, and there 
are many others, but emphasize the 


fact that the thousands of remaining ele- 
vators must not be allowed to burn. 
And it is at this point that we think 
with a sigh of relief of your activities. 
We realize that you are continual! vis- 


iting these treasure houses of the 
‘world’s means of life, with keen eyes 


for every hazard, and practical sugges- 
tions for insuring safety. 

“Some of these suggestions concern 
the human factor. For example, in in- 
epecting an elevator of very large ca- 
pacity, it was discovered that there was 
only one watchman, 2 very ancient and 
decrepit employe, who had. been in the 
service of the same company for nearly 
forty years. His physical and mental 
equipment was just sufficient for him to 
make the stations and punch the clock, 
but the remainder of the time he was 
seated upon a stool in his little office 
where the could be more comfortable 
than in traveling the elevator premises. 

“One night in a test 
inspectors entered this plant without 
the knowledge of the watchman, re- 
mained there five or six hours and made 
a complete sketch of the whole plant. 


of safety. two 


This was shown to the elevator com- 
pany as evidence of the way in which 
they were being protected. They were 


given the option of providing competent 
and efficient watchmen or of having the 
plant taken over ‘by the authorities of 
the State with the understanding that 
the Adjutant General would place a 
number of soldiers in charge as watch- 
men. It was not necessary to proceed 
to such an extreme, because the ele 
vator company, realizing the danger, at 
once engaged a sufficient number of ac 
tive and intelligent watchmen. 

“To give but one other illustration of 
the value of your inspections, a p-om- 
inent official, of one of the largest meat 
packing plants in America, is authority 
for the statement that when the in- 
spvectors visited the plant in question 
they found conditions of an alarming 
nature. In his opinion, and in theirs, 
if these conditions had not been cor 
rected at once they would probably have 
resulted in such a conflagration as might 
have cost the packing district a hundred 
million dollars. In addition to the de- 
etruction of a vast quantity of food, such 
a fire would have seriously crippled the 
packing capacity and food producing 
power of the country. 

“In these and countless other in 
stances we know that you are arousing 


managers to a sense of their great hu- 
man responsibility, and are showing 
them how to make their plants sound 


links in the chain which stretches from 
the grain fields to the battle fields. 
Safety is increased wherever you have 
gone.” 

iMr. Mallalieu then told in detail what 
the ‘National ‘Board has done to prevent 
fires and to safeguard the nation. 

R. A. LITTLE’S SUGGESTION 
Thinks Churches, Schools and Factories 
Should Appoint Clean-up Inspec- 
tion Committees 
President Little, of the Glens Fall 
has sent to agents a strong appeal to 
make Fire Prevention Day effective. 
“Let us help make arson as odious as 
treason and every preventable fire 
somebody’s crime,” is a quotation used 
One suggestion of Mr. Little follows: 
“We believe it would be helpful if 
churches, schools, societies and manu 
facturing establishments would each 
appoint a committee to make a thor 
ough inspection of their buildings with 
power to remedy such features of fir> 
danger as may be discovered; and if 
all householders would make it an in- 

ternal and external ‘clean-up’ day. 

“All fires are not from mere accident 
but rather the result of negligence and 
indifference. 

“Don’t let the day be negligible in 
your jurisdiction in its great purpose. 
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Commissioner Chorn 
Passes on Rates 


COMPANIES HAVE BEEN REPORT- 
ING EXPERIENCE BY CLASSES 
Average Rate in His State is 
Lower Than Surrounding 
States 


Says 


For ten months Walter Chorn, Mis 
souri Superintendent of Insurance, has 
studied and analyzed the rate filings 
made by the insurance companies and 
has finally made his decisions. He re 
fused to permit a sweeping advance in 
rates in Southeast Missouri, where 
losses are heavy, insisting “on the same 


treatment in all parts of the State.” 


He permits a number of increases on 
term, business, and on buildings in un 
inspected districts. His comments ar» 
of more than ordinary interest, as he 
says in part: 

“Under the laws of this State the 
insurance companies must report their 
experience by classes, showing the 
amount of premiums collected on each 
class and the losses sustained on each 
class, under oath, upon a form pre- 
pared and sent out by the Department 
annually. The form prepared com- 
prises thirty-six classifications and sub- 
divisions, with a great deal of other 
information. The experience for the 
past seven years unquestionably justi 
fies such increases as are allowed. 

Average Rates 

“The average rate per hundred dol- 
lars of insurance in this State is less 
than that of any State surrounding Mis 
souri, while fire prevention work in 
this State is more backward than in 
any of the States except Arkansas. 
Owing to strict laws in other States 
we have become a haven for fire bugs. 
The average rate per hundred dollars 
of insurance from 1910 to 1916 in 
Illinois was $1.14; in Iowa, $1.15; in 
Arkansas, $1.59; in Kansas, $1.16; 
while in Missouri it is 93 cents. The 
percentage of losses to premiums col 
lected for the same period: In Illinois, 
52 per cent.; Iowa, 62 per cent.; Kan- 
sas, 61 per cent.; Missouri, 67 per cent. 
The laws of this State impose on the 
Superintendent of Insurance the duty 
of passing upon the question of in- 
crease or decrease of rates, and ex- 
pressly provides that the company shall 
be entitled to a reasonable return upon 
the money invested, taking into con- 
sideration the ‘Conflagration Hazard’ 
the proposed increase or decrease be- 
ing subject to review in the proper 
courts of the State. 

“For ten months I have studied and 
analyzed the filing made by the com- 
panies in the light of their experience, 
and the above represents the conclu- 
sions at which I finally arrived. 

“A public official who is not honest 
with himself cannot be expected to be 
honest with the public, and to adm‘n 
ister laws fairly and impartially. The 
heavy responsib'lity on me could have 
been shirked, but not with a clear con 
science. I have tried to discharge this 
dutv in the spirit as wei as the letter 
of the law. I have no political ambi 


tions whatsoever, hence no clap-trap 
for public consumption.” 
Missouri Term Rates 

On November 22, 1916, the insurance 
companies through the Missouri _ In- 
spection Bureau of St. Louis, Missouri, 
made a filing with the Insurance De- 
partment requesting the acceptance of 
the “Standardized Term Rule,” which 
treats all classes of risks eligible to 
be written for a longer term than one 
year alike (and which is now in use 
in all but a very limited number of 
States), i. e., the “preferred” risks 
were to use the same term multiple as 
the “ordinary” risks, thereby changing 
their annual multiple for term insur- 
ance from: 

One and one-half to one and 
three-quarters times the annual 
estimate for two years, from 

Two to two and one-half times 
the annual estimate for’ three 
years, from 

Two and one-half to three and 
one-quarter times the annual esti- 
mate for four years, and from 

Three to four times the annual 
estimate for five years. 

In addition to and in conjunction with 
this “Standardized Term Rule,” com- 
plete schedules showing the change in 
rates, together with proposed reduc 
tions and increases were filed. 

The Insurance Commissioner 
as follows: 

“The new schedule submitted for 
rating dwellings and all private habt- 
tational buildings and their outhouses 
is adopted, but differentials made for 
Southeast Missouri and St. Louis Coun- 
ty are rejected. These were specific 
filings covering those sections of the 
State. The filing as accepted gives a 
reduction in the annual rates of prac- 
tically all dwellings, but produces a 


rules 


justly deserved increase on business 
written for a longer term than one 
vear.” 


Jumbo Line Letters 
(Continued from page 12.) 
nies, as we think it is only fair to them 
and generally do this when we have 
ample time to make the division of any 
large line. 

We frankly state that we oppose, of 
course, the concentration of insurance 
business in the hands of a few large 
companies; however, it is a day of large 
business and unless a company is large 
enough to offer the agent the proper 
assistance it will get little business and 
will not be of much service to the 
agent. 

We heartily endorse the position you 
have occupied in the past and believe 
you will serve your great agency force 
best by continuing same. 

Yours truly, 


UNLICENSED SALOONS 

Underwriters’ Association of 
New York State has issued a list of 
saloons and hotels for which licenses 
were not renewed October 1 in accord- 
ance with the new law on that subject. 
The law affects towns of under 50,000 
inhabitants and provides that there 
shall be but one license for each 500 
population. Jamestown and Oneonta 
are said to be the only towns not hav- 
ing more licenses than allowed under 
the new statute. 


The 
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Rates and Losses 
Averaged by States 


DISTRICT OF COLUMBIA 
LOWEST AVERAGE 


PAYS 


Georgia Has Highest Loss Percentage 
Incurred to Premiums—Where 
New Jersey Stands 


The average rate of New Jersey is 
the ninth lowest among States and ter- 
ritories and in percentage of losses 
incurred to premiums New Jersey 
stands forty-ninth. Average rates and 
incurred loss percentages tabulated re- 
cently by an underwriter who got his 
figures from the current edition of 
“Fire Insurance by States, 
by the Weekly Underwriter Company, 
follow: 

United States and Possessions 
Average Rates 

Dist. of Col., .65; New York, .70. 

Delaware, .78; Maryland, .84. 

Connecticut, .87; Rhode Island, .87. 

. Ohio, .89; Porto Rico, .89. 

New Jersey, .91; Missouri, .92. 

Indiana, .95; Massachusetts, .95. 

Michigan, .97; Pennsylvania, .99. 

Wisconsin, 1.02; Iowa, 1.03. 

Utah, 1.06; Illinois, 1.07. 

North Carolina, 1.07; Minnesota, 1.13; 

New Hampshire, 1.15; Hawaii, 1.17. 

Kentucky, 1.19; Nebraska, 1.20. 

Louisiana, 1.23; Kansas, 1.25. 

Vermont, 1.26; New Mexico, 1.27. 

South Dakota, 1.27; Colorado, 1.31. 

South Carolina, 1.32; Tennessee, 1.32. 

Georgia, 1.33; California, 1.36. 

Oklahoma, 1.37; West Virginia, 1.39. 

Maine, 1.40; Oregon, 1.43. 

Texas, 1.45; Washington, 1.50. 

Alabama, 1.56; Arkansas, 1.62. 


” 


published 


Wyoming, 1.65; Mississippi, 1.70. 
Fiorida, 1.75; Virginia, 1.76. 


Nevada, 1.79; Idaho, 1.82. 
North Dakota, 1.88; Arizona, 2.08. 
Montana, 2.19; Alaska, 2.40. 


United States and Possessions 


Percentage Loss Incurred to Premiums 
Hawaii, 7.2; Vermont, 31.4; 
Virginia, 33.4; Colorado, 33.9. 
Arizona, 34.6; California, 34.6. 
Alaska, 34.7; Wyoming, 35.3. 

Dist. of Col., 37.8; Utah, 38.4. 

Maine, 41.7; West Virginia, 42.8. 
Idaho, 43.5; Ohio, 44.4. 

New Hampshire, 45.3; Conn., 45.6. 
Maryland, 45.7; Washington, 46.1. 
New Mexico, 47.8; Pennsylvania, 48.0. 
Louisiana, 48.0; North Carolina, 48.8. 
Oregon, 48.3; Massachusetts, 48.8. 
New York, 49.2; Montana, 50.7. 
Wisconsin, 50.7; Kentucky, 51.4. 
Illinois, 51.6; Florida, 52.3. 

Indiana, 52.3; Nevada, 53.3. 

South Dakota, 54.1; Oklahoma, 54.4. 
Kansas, 55.0; Nebraska, 56.6. 
Michigan, 56.7; Iowa, 59.2. 

Missouri, 59.6; Minnesota, 59.9. 
Arkansas, 629; Mississippi, 66.2. 
Alabama, 74.3; Tennessee, 76.2. 

New Jersey, 77.3; North Dakota, 82.0. 
Porto Rico, 82.0; South Carolina, 82.6. 
Delaware, 82.9; Rhode Is!and, 86.8. 
Texas, 89.6; Georgia, 93.6. 


REPAIR AGREEMENT 


Decision of Court of Appeals Where an 
Automobile Was Destroyed 
By Fire 

An important decision has recently 
been rendered by the Court of Appeals, 
New York, upon the question of the 
effect of negotiations and an agreement 
to repair following a fire, says W. O. 
Badger, Jr., in “Best’s Insurance News.” 
The destroyed property consisted of an 
automobile upon which the insured 
made a claim of $2,500; the company 
agreed to pay $2,000 or to put the car 
in as good shape as it was before the 
fire. The insured accepted the proposi- 
tion that the company repair the car 
if this was done within a reasonable 
time. Upon completion of the work, 
however, the insured was dissatisfied 
and commenced an action upon the pol- 
icy to recover the $2,500 for the total 
loss of the car. 

The court held that although there 
was originally no obligation on the part 
of the insured to permit the company 
to repair the car, when the _ parties 
agreed that this method of performing 
the company’s obligation was to be em- 
ployed, the rights under the policy were 
merged in the subsequent agreement 
to repair and there could be no re- 
covery upon the policy. After accept- 
ance of the company’s offer to put the 
car in as good shape as it was before 
the fire, this agreement measured the 
extent of the obligation and any action 
could be brought only for failure to 
perform this substitute contract in a 
proper manner, or for delay in per- 
formance. 


LECTURES FOR WOMEN 


Insurance Society of New York Makes 
Plans For a Series of Five Ad- 
dresses By Prominent Men 


The Insurance Society of New York 
has completed plans to give under its 
auspices a series of five lectures on 
fire insurance for women. All women 
connected with fire insurance offices 
are invited to attend these lectures, 
the purpose of which is to explain the 
various technicalities of the work with 
which they come in contact. They will 
be held at the library of the Insurance 
Society from 5.10 to 5.45 on October 
29 and the succeeding five Mondays. 
Krom the subjects covered and devel- 
oped by this first series, plans for ad- 
ditional lectures will be formed. 


J. T. MacKOWIN DEAD 


James T. MacKowin, adjuster, died at 
his home in New York on Tuesday af- 
ter a short illness. Mr. MacKowin had 
long been an adjuster of high repute 
and was for some time counterman for 
the American Insurance Co. 


17,000 REPRESENTATIVES 


In its plebescite on the large line 
question the Home of New York re- 
ceived replies from more than 5,000 
insurance agents. This company, by 
the way, has more than 17,000 agents, 
sub-agents and solicitors licensed at 
the present time. 
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Growth of Special 
Hazards in Jersey 


SENATOR FRELINGHUYSEN DIS- 
CUSSES PROSPERITY 
Factories Running Day and Night— 
Infant Industries Now Full Grown 
—du Pont Plants 


Senator Frelinghuysen, in the recent 
debate in the United States Senate, 
relative to the Revenue measure, made 
some interesting observations in refer- 
ence to the tremendous expansion of 
industry in New Jersey since the war 
started. His summary follows: 

The years 1911, 1912, and 1913 and, 
to some extent, the year 1914 in New 
Jersey were years of depression; the 
manufacturers of the State were mak- 
ing very little money. I have in mind 
a shoe factory in the city of Newark, 
the manager of which told me during 
the campaign last fall that during the 
years mentioned he practically made 
nu money; that he had few men em- 
ployed, and that in 1913 when the 19 
per cent. tariff was taken off shoes, 
fcreign manufacturers came to this 
country and bought the intricate shoe- 
making machine the product of the 
United Shoe Manufacturing Co., took 
back American leather and American 
lasts and flooded the American market 
with foreign-made shoes, thereby creat- 
ing a competition which closed that 
factory. But when the war started, and 
the European competition was re- 
meved, orders immediately began to 
flow into that establishment to supply 
the demand to the home trade, and 
today that plant is running night and 
day, not making munitions, not making 
ammunition, but taking care of the 
home trade in this country, which, by 
reason of the removal of foreign com- 
petition, by reason of the _ barrier 
created by the war, has again been 
opened to American manufacturers. It 
is proposed to tax that factory 72 per 
cent. to-day, it having had no prewar 
profits. That percentage of taxation is 
unjust; for their success most certain- 
ly is not based upon any “swollen war 
profits.” 

Glass Factories 

We have in New Jersey many large 
giass factories. The same condition 
existed in connection with that industry 
as in connection with the shoe trade 
to which I have referred. Prior to the 
war those factories were practically 
closed down; but when the war came 
and competition of German and Belgium 
glassware plants was removed, when 
the demand in the American market 
was created for American goods, those 
establishments began to supply the 
American market. 

I have in mind one factory in New 
Jersey that makes laboratory supplies, 
test tubes, and various articles of glass- 
were used in hospitals and laboratories. 
When the demand was created in this 
country that plant started to work 
night and day and it is working on that 
basis now. They have taken the profits 
derived from the business and have en- 
lurged their plants; they have increased 
the number of their employes, and it 
is now one of the most prosperous in- 


cdustries in South Jersey. Last fall a 
man employed in that factory handed 
me a little glass stopper saying, ‘“Prev- 
icus to the war I was making from $10 
te $12 a week piecework, cutting this 
glass stopper; but by reason of the 
war, and the protection created, where- 
by Germany can not now compete with 
our American labor, 1 am earning $30 
a week making that glass stopper.’ 
Then he asked, “Are you willing to 
protect me in my labor and the wages 


that I am making because of this 
changed condition?” 
Mr. President, that factory had no 


prewar profits, and yet it is proposed 
by the amendment of the Senator from 
Wisconsin to take 72 per cent. of the 
profits of that manufacturing concern. 
There are hundreds of such manufac- 
tories throughout the State in the same 
condition, and I tell you that they can 
not stand that percentage of taxation. 
I do not believe that they have the cash 
ou hand to pay as high a percentage 
as that. 
Coal Tar Products 

There is another infant industry 
which has been created in that State 
by reason of the fact that the German 
market for various acids and coal-tar 
products, of which the German pro- 
ducer had practically had a monopoly 
prior to this war, has been closed. 
Through the efforts of American genius 
the factories of this country are now 
extracting from coal tar or the coke of 
tne steel mills various coal-tar prod- 
ucts, of which there are hundreds. We 
are making picric acid in this country, 
4 product which we never made be- 
fore; we are making various ingredients 
for high explosives; and we are learn- 
ing to make dyestuffs which Germany 
practically controlled previous to the 
war. There are some 40 dye concerns 
in this country, one of which is the Du 
Pont Co., of which we have heard so 
rsuch during the past few days in the 
debate. The Du Pont Co. to-day are 
experimenting in their various labora- 
tcries making dyestuffs in order that 
their plants, which before the war prac- 
tically employed a minimum number of 
hands and now employ a maximum 
number, may continue in operation 
after the war and in order that the en- 
largements and extensions which have 
bcen made by reason of the demands 
of the war may be used and utilized 
for the dyestuff industry. A part of 
the profits of this concern are being 
utilized to make those experiments. In 
tiy State the Du Pont Co. has four 
plants, employing approximately, prior 
to July, 1914, 3,000 hands. When the 
war broke out a great demand for 
powder was created, and the allies 
came here and relied upon American 
genius and American enterprises to 
supply their demands. So these plants 
were expanded until in my State the 
four plants to which I have referred 
tuday employ 25,000 men; villages and 
cities have sprung up around these 
plants; they are running at _ full 
capacity. 


LIBERTY LOAN 


The fire insurance companies were 
among the first to subscribe for the 
Second Liberty Loan. The Home has 
subscribed for $2,000,000; German- 
American for $1,000,000; German-Alli- 
ance for $500,000; Rhode Island for 
$200,000; National of Paris for $100,000. 
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BROKERS ACTIVITIES 





$400,000 IN MUTUALS 


Lines Carried on Red River Lumber 
Company, Westwood, Cal., Which 
Had Loss 
Mutuals carried $400,000 on the Red 
River Lumber Company, Westwood, 
Cal. One block of $315,000 specific in- 
surance was handled by E. F. Perry & 
Co. The risk was covered under a $1,- 
280,000 general form. The Joss, under 


insurance, which was written free 
of coinsurance conditions, will total 
$1,100,000. 

(Following is a complete list of the 
“specific” imsurance involved on the 
loss: 

Specific—Mutual Companies 
Buckeye ‘National ............. $ 5,000 
Epperson Underwriters ........ 25,000 
German National ............. 2,500 
Home ‘Fire, Arkansas ........ 7,500 
Home Underwriters, Arkansas. 20,000 
So | a 2,000 
EOOGS,. LIOWGOM ccmcccccccevis 36,250 
Lumbermen’s (Fire, Ind. ........ 10,000 
Lumbermen’s Und. Alliance 25,000 
*Lumber (Mfrs. Int.Insrs. ..... 72,750 
Lumber Unidrs., (New York 12,500 


50,000 
35,000 


Manuf’turing Lumibermen’s Und. 
Manufacturing Woodworkers 


Metropolitan Fire ............ 4,000 
Millers’ Mutual Fire Association 2,500 
National Benefit Fire ......... 5,000 
National Fire & Marine ....... 2,000 
National Fire Underwriters .... 2,500 
National Lumber (Manufacturers 25,000 
New York Fire & Marine ...... 5,000 
(North Branch Fire ........... 4,000 
Ohio Millers’ Und. ........:.... 20,000 
Prudential Fire ....:.....cec00% 2,500 
Security Mutual .............. 3,000 
Southern Lumber Underwriters 10,000 


Total $400,000 


*Wilcox, Peck & ghes, attorneys-in-fact 


Hu 
7 - * 
Join the Service 

Bagot and Company: Irving Brown 
is with the Seventh Regiment at Spar 
tanburg, and J. A. Walsh is with the 
69th Regiment at Mineola. 

” + o 
Davis, Dorland & Co. 

Francis Woodburn, Ed. Oettell, Geo 
Donovan, A. E. Fuss, J. Roulett, H 
Bott, W. J. Collins, J. Thompson 

+ * + 
London Brokers’ Association 

The Corporation of Insurance Brokers 
and Agents, London, has made a spe 
cial rate of membership for members 
resident outside of Europe. 


A 62 Per Cent. Rate 
The high-water mark in marine 
surance rates is reported to be a 
cent quotation of 62 per cent. 
+ + * 


in 
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Would Defeat Recovery of Policy 


The “Adjuster” of San Francisco, di- 
fests the following decision of interest 
tc brokers: 

Where the letter sent with a policy 
by the agents of defendant insurer to 
insurance brokers showed that they 
were not willing for the policy to take 
effect until they had been furnished 
with additional information, a reply 
by the brokers, written with the knowl 
edge and consent of insured’s son, who 
negotiated for the policy, was essent?- 
ally a supplement to the written appli 
cation, and any intentional fraud per 
petrated therein in order to remove the 
objections indicated would defeat re 
covery on the policy. 


* * & 


Boiler Use and Occupancy 


With the reported more conservative 
policy of the fire insurance companies 
towards and occupancy insurance, 
it is probable that the steam boiler com 
panies will watch offerings even more 
closely than in the past few months, 
the “American Agency Bulletin,’ 
They have been cramped for facilities 
in writing very large lines and have 
not gone wild on the subject If peac» 
should come, companies writing this 
class would be in danger of getting 
some heavy losses, due to the loss be 
ing figured on the basis of the profits 
over a certain period. Some insured 
concerns have made tremendous profits 
for some time past, and these big prof 
its will take a drop with the close of 


use 


Savs 


the war, but the use and occupancy 
losses will be based upon them under 
certain forms of policies 


* ” * 


Marsh & McLennan’s “Bit” 


Six members of the Marsh & McLen 
nan office in New York are now in the 
army Their names follow Roswell 
Farrington and Judson Anderson, 7th 
Regiment, N. Y. N. G.; David Kelly, 71st 
Regiment, N. Y. N. G.; George Ginger 
ich, First Field Artillery, N. G.; How- 
ard Simpson, First Field Artillery, N 
G.; J. Watson Webb, Officers’ Reserve 
Corps, Plattsburg. Cyrus Chamberlain, 
a resident partner in the Minneapolis 
office, enlisted in the French Aviation 
Corps and has been in France for sev 
eral months. 

o o * 


Hack With L. T. Hollister 


Hack, formerly with Henry 
and previously for several 
John D. Wyeth & Co., is 
Hollister in charge of 
of that office 


George 
M. Strong 
with 
with L. T 
outside department 


years 
now 
the 





° 64th Annual Statement 
OED . 5 snscassdxessesereeneniendsett $5,036,003.01 
RAGEENOD cccneccvescevesosoeseocns 2,296,861.95 
J Capital ....crcccccccvcvccccccsccvese ponysoye4 
Conflagration Surplus .......+..«. 000. 
of Watertorwon.1.4. Surplus to Policyholders ......... 2,739,141.06 
F. F. BUELL, Troy, N. Y., Special Agent......... NEW YORK STATE 


E. J. PARMELEE, Syracuse, N. Y., Special Agent.. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent.. NEW ENGLAND 
F. L. GILPIN, JR., 434 Walnut St., Phila., Special Agent. MIDDLE DEPT. 











Authorized Capital $500,000 


Brtrnit National Hire 
Iusuranuce Co. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 


lines of permanence 


AGENCY CONNECTIONS SOLICITED 





Cash Capital 
Net Surplus 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 





Firemen’s Insurance Co., Newark, N. J. 


January 1, 1917 
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SURPLUS TO POLICYHOLDERS. . .$3,699,322.25 


DANIEL H. DUNHAM, President 


Sp iexietae $1,250,000.00 
be bee ae $2,449,322.25 


A. H. HASSINGER, Secretary 
J. K. MELDRUM, Assistant Secretary 
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EARLY INSURANCE DAYS 
Extracts From an Address By E. R. 
Hardy, New York Fire 
Insurance Exchange 


EK. R. Hardy, in a recent address, 
telling of the early days of fire insur 
ance, said: 

“In the 
lowed the 
business of fire insurance on a commer 


which year fol- 
London, the 


1667, 
great fire of 


year 


cial basis appears to have been estab- 
lished English-speaking people. 
Porbon who inaugurated 


among 
was the man 
Inasmuch as the policy 
years 


the business. 
in the beginning, and for 
thereafter, did not contain any feature 
average, one is sur 
until the 19th 
arise in the 


many 


of co-insurance or 
piised to find that not 
contury did any question 
courts as to the policy including forms 
of loss which flow from the destruction 
of material things, such as building or 
contents, which were insured. 

“IT have brought down a few policies 
to lend a touch of interest to the paper, 
and they are here for your examination. 
The oldest one is dated 1758, July 12th, 


and is of the San Fire Office. Th» 
policy itself was exceedingly simple, 
but referred to conditions which were 


thus embodied in the policy, and formed 
a part of the contract. In this policy 
the only limitation was that the loss or 
damage payable should not exceed the 
sum mentioned in the policy, which in 
this case was £200. 

“The proposals of the Hartford Insur 
ance Company, published in 1810, re 
ferred in the second paragraph to the 
‘indemnity against such accidents,’ that 
is. fire; and in the third paragraph, ‘the 
sufferer will be fully indemnified to the 
amount insured.’ 

“The Hartford policy ‘hanging on the 
line’ bears date of 1823, and agrees ‘to 
satisfy all loss or damage 
which the assured or assigns shall or 
may sustain.’ 

“The Protector Fire Insurance Com 
pany, an English company not now in 
business had the usual form for the 
period in which this policy was written, 
that is, 1828, which promised ‘to pay or 
meke good—all such loss or damace as 
shall happen by fire,’ with the limita- 
tion to the amount of the policy and the 
conditions printed on the other side. 
This policy contains one indication that 
a loss which might flow as a result of 
a destruction of the material thing in- 
sured had been at least the subject of 
controversy, if it had not, as it appar- 
ertly had not, gone to the courts for 
adjudication. 

“The next policy in 
in the group is that of the Firemen’s 
Insurance Company of New York. ‘This 
company was in business as early as 
1810, and the phrase which it used in 
connection with this part of the sub- 
ject-matter referred to the payment 
which would be made under the policy 
az the ‘true and actual cash value.’ 
The policy which I have brought with 
me is of this company, but bears 
the date 1832. It apparently is exactly 
the same in language as the policy of 
1810, and uses the same phrase ‘true 
and actual cash value.’ 

“The Guardian Insurance Company 
pelicy of 1844 states that it will make 
gcod ‘all such loss or damage as shall 
happen by fire to the property above 
mentioned.’ 

“The phrase used by the Firemen’s 
policy of 1810, ‘true and actual cash 
value,’ or some variation thereof, is the 


historical order 


common form of expression in most of 
the policies issued in the United States 
even before the adoption of the stand- 
ard policies. 

“In a policy issued by the Grocers’ 
Wire Insurance Company, May 22, 1863, 
the language is ‘according to the actual 


cash value of the property at the time 
of the loss.’ 

“In the District of Columbia, the Fire- 
men’s Insurance Company of Washing- 
ton and Georgetown, chartered in 1848 
by Congress, used this phraseology: 
‘any loss or damage which shall or 
may happen by, or by means of, fire 
to the said building.’ 

“Another variation of this phrase, 
but still evidently intending to have 
the same meaning, was that seen in a 
policy issued by the Conway Fire In- 
surance Company of Conway, Massa- 
chusetts, 1860. The language is ‘the 
suid loss or damage to be estimated 
according to the true and actual value 
of the property at the time the loss 
shall happen.’ 


DEAD HEAD FIRE PROTECTION 


Towns Unprotected From Fire Pay 
Enough Insurance to Buy Modern 
Fire Apparatus 


Hereafter municipalities within a ra- 
dius of seventy-five miles of Davenport, 
lowa, requiring assistance from the lo- 
cal fire department, in combatting fire, 
will have to guarantee a nominal fee of 
$25 an hour for the use of an apparatus, 
if the fire committee of the city council 
accepts the recommendation of the 
Mayor. 

This is as it should be. ‘Instances 
are numerous where localities without 
fire protection have been compelled to 
call upon neighbors to save their homes 
and business from destruction’ by 
flames. ‘Considered from a legal view- 
point, no city is under obligation to 
furnish fire-fighting service for its 
neighbors, but there is a moral obliga- 
tion, or at least a socialogical solidar- 
ity, among communities as well as 
among individuals, impelling them to 
assist one another in times of distress. 
It is a bond of human brotherhood that 
should, and always will, exist in a civil- 
ized land, but like many other ties be- 
tween man and man, it is often abused 
to a degrading extent. 

It is no credit to a community to 
depend entirely upon a_ neighborhood 
city or town for its protection from fire, 
any more than it is to depend upon 
them for the necessities of life. Many 
cities have ordinances and ‘others are 
creating them, which prohibit the tak- 
ing of apparatus outside the city limits 
In some instance this departure has re 
sulted in towns that have never been 
self-protected from fire, to purchase 
fire-extinguishing facilities. In every 
such case the fire insurance companies 
have been quick to lower the rates 
One disastrous fire will cost any com- 
munity many times over the expense of 
a first-class modern combination motor 
fire apparatus. Instead of doing this 
its citizens have denounced the fire in- 
surance companies for what they were 
pleased to call “exorbitant” rates. 


C. R. Tuttle, former vice-president of 
the Continental, and now Western man- 
ager of ‘the Insurance Company of 
North America, was in New York for 
several days last week. 


Connecticut Conservation Association 


(Continued 


card index listing 12,000 plants which 
could do Government work was _ pre- 
pared and turned over to the Federal 
Council. 
Complete Water Works Plans 

In the matter of the water works, 
the National Board of Fire Underwrit 
ers delivered to the commanding gen- 
erals of the several divisions of the 
United States Army throughout the 
country complete plans of water works 


in all cities of 20,000 populations or 
over. Duplicates were filed with the 
secret service so that, in case of ru 


water 
exactly 
without 


mors of plots against specific 
Systems, the authorities knew 
where to put extra guards 

delay. 

Then an inspection was taken up to 
safeguard property important to the 
Government and raw material, and this 
yas followed by inspections of the 
great grain elevators to safeguard the 
food supply. The National Board now 
is making a census of the country grain 
elevators and storehouses throughout 
the nation. 

Under the direction of the National 
Board committees were organized 
throughout the United States, and 
plans taken up for a comprehensive 
inspection of all valuable properties. 
“The fire insurance companies,” Mr. 
Bissell said, “turned their entire field 
forces Over to the nation for the pro- 
tection of its resources against fire.” 
This work has been retarded slightly in 
New England, he explained, but is well 
in progress in other States, and th» 
action taken at this week’s meeting at 
the State Capitol insured immediate at 
tention for the work in Connecticut. 


Not an Insurance Measure 
Mr. Bissell explained to the inspec- 
tors and special agents that they should 
not connect this inspection in any way 
with insurance. “This is a war service, 


NIAGARA CHANGE 


Texas Business After January 1 Will 
Be Administered From New 
York Head Office 


The Niagara Fire announces that its 
general agency for the State of Texas, 
operated for many ycars past by the 
firm of Trozevant & ‘Cochran, of Dallas, 
has been terminated, by mutual con 
sent, as of January 12, 1918. After tha 
date the Texas business of the Niag- 
ara will be administered from the New 
York head office, the State being added 
to the Southern department, under gen- 


eral supervision of Secretary Charles 
A. Lung. 
The Niagara deems itself most for- 


tunate in being able to make the fur- 
ther announcement that its Texas busi- 
ness will, on the date mentioned, pass 
to the field supervision of James 6. 
Hereford, who will take up his resi- 
dence at Dallas some time during De- 
cember. Mr. Hereford for several years 
has occupied an executive position in 
the North British & Mercantile, and, 
prior to that time, traveled in Texas; 
he is held in high esteem, not only by 


from 


page 1) 
and is on a higher plane than busi- 
ness,” he told them, and he said thai 


the experience of other parts of the 
country is an assurance that many a 
property owner will be found who will 
yield to the war argument, and take 
every care of his property because of 
having heard it, who would not be in 
terested in the ordinary insurance argu- 
ment. 

“The citizens of Connecticut,” he 
said, “are not different from those of 
any other States. You will be able to 
bring about an improvement with the 
argument that the nation at war needs 
an improvement made which you would 
not bring about with any argument ag 
a representative of an individual com- 
pany.” 

Mr. Bissell said that this work was 
not only intended to preserve the re 
sources of the country for the taxation 
purposes of the Government, but also 
to save them for any other use for 
which the Government wants them, “so 
the nation may win the war, as it must 
win it.” 

Loss Figures 

Mr. Bissell said that during eight 
months of this year, 123,000 individual 
fires had been reported to the actuarial 
bureau of the National Board of Fire 
Underwriters; 500 insured fires a day. 
“It this number can be cut down,” Mr. 
Bissell said, “it will result in a saving 
of just so much of the country’s wealth 
to be used if necessary in the war 
against Germany.” The’ inspectors 
were told that they were not to include 
in their inspection the risks insured 
by the Factory Insurance Association, 
and the manufacturers’ mutual com- 
panies. 

Mr. Bissell suggested that the new 
organization would have to have a cen 
tral office and a secretary to whom re- 
ports of inspections would be sent. 


WAR RISK INSURANCE 


British Government’s New Plan Not 
Altogether Satisfactory 


Dissatisfaction is being expressed 
with the war risk scheme of the Brit- 
ish Government. Liners requisitioned 
are now insurable at nine per cent. for 
ninety-one days. The West of England 
Mutual War Risk Association has 
passed the following resolution: 

“That this meeting, while feeling it 
to be its duty to accept the Govern- 
ment proposals in regard to war risk 
insurance, wishes to protest most 
strongly against the present method of 
arriving at ascertained value, and sug 
gests that no value be asked or given 
before a meeting takes place between 
a licensed valuer appointed by the Ad- 
miralty and a licensed valuer appointed 
by the shipowner, with a view to dis- 
cussing the merits and demerits of th> 
particular ship, and that the cost of 
probable replacement should be consid- 
ered in arriving at such value.” 


many friends and acquaintances in 
Texas, but also by a wide local circle. 
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CASUALTY AND SURETY NEWS Accident Fidelity 
Health Automobile Contract Judicial 
Many Policies are Great Eastern’s nia — ruawe Omen 
Maced on Wann, Twenty-fifth View Burglary Liability Depository Bonds 
MUCH GROUP HEALTH AND ACCI- REPRESENTATIVES GATHER FOR 
DENT BEING WRITTEN CELEBRATION AT HOME OFFICE - I D E L I T Y & D E P O S i T C O. 
alll We oe rset OF MARYLAND 
LUmpioyers Uxperiencing vee ‘or G , h f y ¢ , as > Ste: , r 
Cover Which Will Supplement Pro- aia fie nant Mi elie — ssonsinbeentanan 
visions of Compensation ence Favorable ‘. members interested. Tt id 
To Meet in Albany 7 a ee 


risks 
inferior to 
them 


While as individual 
are still regarded men 
when considering accident 
and health insurance, there are, never 
be 
One 


women 
as 


for 


of women 
ing written under group policies. 
of the most recent group accident and 
health contracts written was . placed 
with the Model Brassiere Company of 
Brooklyn by H. A. Luther, United States 
manager of the factory, group and 
special contract department of the 
North American Accident. Three hun- 
dred employes are covered, of which 
ninety per cent. are women. Another 
group placed through Mr. Luther's of- 
fice is on employes of the Ansonia 
Clock Company, of which 65 per cent 
are women. 
More Women Employed 

Among the many industrial changes 
wrought by the war is the advent of 
women into many lines of work here 
tofore dominated by men. It is almost 
certain that when the war is over these 
women will not wish to give up their 
places to make room for men return 
ing from the military ranks, and also, 
it remains to be seen whether em- 
ployers may not prefer to retain the 
women.. Division of labor and plans of 
work have been so altered that women 


theless, a large number 


can be used to advantage where for 
merly men were considered essential. 
Therefore the part women shall play 
in accident and health underwriting is 
likely to undergo radical change. Al- 
ready careful consideration is being 
given to special accident preventive 
measures which will tend to reduce 


and remove the accident hazard which 
have been peculiar to women working 
where machinery is extensively used. 
This shows that they are becoming an 
important factor in this business of ac- 
cident and health insurance and that 
as operatives they are regarded as a 
fixture. 
Cost of Labor Turnover 

There are many motives behind the 
desire on the part of employers to 
cover their employes with disability in 
surance during the hours they are not 
protected under the ordinary work 
/ men’s compensation policy. One of the 
most important of these reasons is a 
desire to reduce as much as possible 
the heavy cost of what is known as the 
labor turnover. That is the loss caused 
by the ever-shifting of employes from 
place to place. One firm, for example, 


found that it costs just $26.10 to re 
place a machinist. Other employes 
must be replaced at a loss also, ac- 


cording to the class of work performed. 


The dominating idea, therefore, is to 
stabilize labor through : welfare work, 
insurance and other devices. 


Group Deals Long Winded 

In order to-successfully write group 
health and accident insurance in large 
amounts it 7s necessary to make the 
operation as easy as possible for the 
employes and the employer. _Long ex- 
perience has resulted in reducing de 
tail to the minimum. Placing group 
policies is a .specialty involving the 
study of each case, as all employers 
are different in their desires and no 
two policies are alike. The length of 
time required, to arrange a group deal 

(Continued on page 18.) 


Louis J. Reckendorfer, president of 
the Great Eastern Casualty, welcomed 
representatives and home office em- 
ployes to the twenty-fifth anniversary 
celebration of the Company’s organiza 
tion, which opened in New York Oc 
tober 3. Secretary Thomas H. Darlin» 
spoke for the home office and F. V. 
Searle, assistant to the president, hon 
ored the memory of former President 
Louis H. Fibel. C. Clark Howard, 
agency director, represented the agency 
department; James G. Madigan, super 
intendent, the claim department, and 
Joseph Carson of Cleveland, Ohio, made 
an address on the Great Eastern as it 
was in 1892, while C. V. A. Decker, of 
Kingston, N. Y., pictured the organiza 
tion as it is in 1917. 

Field Well Represented 

While the meeting occupied 
days, only one was given over to busi 


three 


ness, Thursday and Friday being de 
voted to entertainment. There was 
aiso a theatre party Wednesday eve 


ning. At the business session A. L 
Patterson, of Pittsburgh, spoke for th 
commercial accident and health de 
partment; J. W. Rose, of Buffalo, 
the industrial department; Arthur E 
Kemp, of Boston, automobile liability; 
Simon Wolf, Philadelphia, burglary, and 


Legrand L. Atwood, St. Louis, plate 
glass. 
Entertainment in Plenty 

Thursday morning a_ water trip 
around New York was taken, followed 
with luncheon at the ‘Bankers’ Club 
and dinner at Healy’s. Friday there 
will be more sight seeing, lunch at 


City Island and theatre in the evening 
Has Grown Steadily 


In the last ten years the Great East 
ern Casualty has increased its capital 
from $200,000 to $350.000; assets from 
$419,325 to $1,291,487; surplus over 
capital and all other liabilities, from 
$91,318 to $296,079; premiums from 
$384,345 to $1,061.610. The Company 
writes a variety of casualty lines and 
has maintained a favorable under 
writing experience. The figures given 
above are for the close of 1916. 

J. F. IZZIE RESIGNS 
Joseph F. Izzie, who has been han 


dling the plate glass depariment of the 
Casualty Company of America during 
the proceedings incident to the Com 
pany’s retirement from business, has re 
signed. Mr. Izzie has been with the 
Casualty Company of America for the 
past four years and was previously with 
the Lloyds Plate Glass Insurance Com 
pany for several years. 


on October 26 
ANNUAL CONVENTION OF NEW 
YORK INSURANCE FEDERATION 
Executive Committee Held Session in 
Utica Last Week—Fight Against 
State Insurance 


“Self preservation should prove th 


incentive for a greater interest in th 
Insurance Federation of the State o 
New York and secure the loyal co 
operation of every insurance man in 
the State as a member,” said Execu 
tive Secretary Stanley L. Otis at th 
meeting of the executive committee in 
Utica last week. 

John A. Eckert, chairman of the com 


mittee, called attention to the rapidly 
growing sentiment in favor of socialism 
and congratulated the committee on 
the greatly increased efficiency of th 


Federation in opposing any effort by 
the State to engage in the insurance 
business. 

Mr. Otis said in hi report that 
through the efforts of the finance com 
mittee of New York City 154 sustainin; 
members were secured last spring and 
28 have joined since June 15. He has 
been visiting twenty-five cities and 
finds that the amount of the budget ap 
portioned to each district has been all 
or very largely raised in nine district 
County committees have been appoint 
ed in fourteen counties, the member 
ship greatly increased and much pub 


licity given and interest aroused in the 
Federation movement The county 
committee work will be continued until 


every important county is organized 
Greater Activity Needed 

The need for creating greater inter 
est in Federation work is apparent ana 
ii was suggested that the chairman o 
the several county committees consti 
tute an advisory committee with an 
appropriate number of representative 
of the finance committee of New York 
City; this committee to meet at stated 
periods and be of real assistance in de 
veloping the policy of the Federation 
and extending its influence 

As to publicity, Mr. Otis said one of 
the main things to be accomplished i 
the education of the public as respects 
the principles of insurance and the tech 
nical training required to successfully 
conduct the business and safeguard th 
interests of the policyholder. Member 
of the Federation should also be kept 


advised of its activities and prospective 
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FIRE AND LIFE 


ASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 47 & WALNUT STS. 
PHILADELPHIA 








be accomplished largely by notices ts 


the newspapers 
Responsibility of Members 

The report also sets forth that the 
object of the Federation is legitimately 
to do all in its power to prevent the 
State taking over the business of in 
surance and any endeavor which tends 
io lessen the demand for the State 
transacting this business and which 
elevates the standard of insurance is 
properly a part of its functions. Com 
pany officials, members of the Federa 
tion, should lend their influence in 
order that equitable rates and prope: 
ruies may at all times prevail and that 


policyholders may always be treated in 


every respect with fairnes and jus 
tice. The agents, brokers and all others 
having to do with the writing and 
placing of insurance should see that 
proper practices prevail and the serv 
ice rendered by all should be of the 
highest type, thus preventing any de 
sire for or need of the State entering 
the insurance business. The responsi 


bility for such a condition rests largely 


with the members of the Federation 
Effects of World War 

The result of the war has been the 
tendency to introduce’ Socialism in 
varied forms into our Government and 
tremendous impetus ha been given 
the principle of State insurance All 
forms of insurance are now in more 
danger of Federal Government insu! 
ance than of State operation With 
the low rates for war risk marine in 
surance already in effect and those pro 
posed for war risk life insurance as a 
precedent, there is imminent danger of 
Federal Government insurance 

In conclusion, Mr. Otis declared that 
New York State is expected to lead in 
the Federation movement just as it ha 
done in so many other advanced ideas 
In the main the support given the 
movement is gratifying 

Annual Meeting This Month 

Treasurer N. KE. Turgeon reported 
that this year will be the best in the 
Federation's history. The annual meet 
ing will be held in Albany October 26 


The appointment of county committees 


were confirmed as follows Allegheny 
Thomas O'Connor, Wellsville; Broome 
R. G. Wadsworth, Nelson; Chemung 
EF. W. Swan, Elmira; Cortland—Charles 
F. Brown, Cortland; Delaware W. T 
Black, Delhi; Jefferson, A. T. Matthew 
Watertown; Oneida, Jame S. Kernan 
Utica; Onondaga—G. H. Johnson, Syra 
cuse; Orange—D. A. Osborn, Newburg; 
Oswero—W W Spencer, Oswego: 


Steuben—W. M. Dunning, Hornell; Ti 


oga—F. G. Horton, Owego 

J. P. WAITE SPECIAL AGENT 

J. P. Waite, supervisor of the coun 
ter division of the Travelers at 76 Wil 
liam Street, New York, has been made 
a special agent in the Metropolitan of 
fice and will give his attention princi 
pally to brokerage busines speciali 
ing in compensation, Mability pilates 
glass and burglary line Mr. Wait 
has been with the Company nineteer 
year a considerable portion of which 
he ha pent in developing the general 
liability division He then took up the 
underwriting of those and other casu 
alty lines, later entering the automobile 
field. 
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Twenty Per Cent. in Service 

Out of approximately 155 men be- 
tween ages 20 and 60 years, who, when 
war was declared were employed in 
the National Surety Company’s home 
office, 31 have entered active war serv- 
ice. This is 20 per cent. of the Com- 
pany’s entire grown male home office 
staff. If this ratio held for the entire 
nation, the United States army and 
navy would already consist of more than 
5,000,000 men. Twenty-seven of the 
Company’s 31 soldiers and sailors are 
volunteers; four were drafted. 

* 2 *@ 
Quinn & Quinn Expanding 

Quinn & Quinn, of 27 William street, 
have enlarged their quarters. W. F. 
Stanz, who entered the office as a so- 
licitor, is now manager, and Leo Burns, 
formerly with C. I. Young & Co., ad- 
justers, is now in the Quinn & Quinn 
office. 

. * ” 


Special Offers By General 


E. O. Howell, assistant United States 
manager of the General Accident, and 
F. W. Ford, agency manager of the 
industrial department, were in New 
York last Saturday to assist Manager 
B. Green of the local department 
launch a vigorous drive for fall busi- 
ness. Special inducements were made 
by the Company, and Mr. Green also 
offered personal prizes for the best 
records. The Company's industrial 
business is again ahead of the previous 
year’s record, it having made succes- 
sive gains for a number of years. F. 
Norie-Miller, United States manager, 
will visit this country within the next 
ten days. Charles S. Doman, of Brook- 
lyn, was awarded a watch fob for 
good production. 

” + * 


Conroy With A. F. Morrill 


J. Allen Conroy, for the past five 
years with the Employers’ Liability, 
resigned on October 1 and has joined 
the brokerage office of A. F. Morrill. 

* a * 


$8,000 Lead Poisoning Verdict 


By the affirmance of a verdict of 
$8,000 for the defendant by the Su- 
preme Court of Illinois in the case of 
Mary V. Sheetz vs. The International, 
Harvester Company, a precedent has 
been established as to amount of dam- 
age recoverable in Illinois. The ver- 
dict of $8,000 is the largest ever rec- 
orded in a case of lead poisoning. 

* + * 


Travelers Handicap Contest 


The Travelers of Hartford has an- 
nounced a handicap contest for man- 
agers and special agents, running from 
October 1 to December 22, inclusive. 
This is supplementing the bonus offer 
to agents and brokers for accident and 
health premiums, July 2 to December 
22. The field is divided into five classes 
and substantial prizes will be awarded. 

a * ” 


Honoring William L. Mooney 


During October the representatives of 
the Aetna Life, accident and liability 
department, will work in honor of Wil- 
liam L. Mooney who has just completed 
ten years of service with the Company. 
Five hundred and forty dollars has 
been set aside by the general and dis- 
trict agents and branch managers for 
use aS cash prizes to winning agents 






~# 





in this contest. Mr. Mooney began his 
career with the Aetna as a whole time 
accident and health man and is at pres- 
ent agency supervisor of the entire 
casualty business of the affiliated Aetna 
companies. He is essentially a field 
man and his untiring efforts in the 
field have been largely responsible for 
building up the present loyal organi 
zation the Company enjoys. Mr. 
Mooney has been more than usually 
skilful in planning and bringing to a 
successful close large business cam- 
paigns. This contest is to be entirely 
an agency proposition. 


* * ae 


Top Not Yet Filled 


Men who aspire to prominence in the 
surety field can take considerable en 
couragement from the high esteem in 
which capability is held in that busi- 
ness. The advertisement of a promi- 
nent surety company, offering to pay 
$5,000, $7,500 and $10,000 a year for 
men to fill high positions on its staff 
is proof that this business demands a 
high degree of skill and that there is 
a dearth of men to fill the places. The 
demands of the surety business are 
many and the size of the transactions 
is ever increasing. The new aqueduct 
contract for a tunnel into the Schoharie 
water shed in New York State fur- 
nishes an illustration of the big jobs, 
the details of which have to be handled 
by surety men. The contract is for 
$12,138,738; the tunnel is eighteen 
miies long and will take eight to ten 
years to complete; the bond is for 
$850,000. The ordinary rate on this 
bond would be $42,500 a year, which 
in eight years would amount to $340,- 
000. The companies offered, however, 
to accept $170,000 in cash to cover the 
premium. This merely illustrates the 
proportions to which the surety busi- 
ness has grown, the money there is in 
it for those who really know the game, 
and the opportunities for capable men 
to earn good incomes in this field. 

* aA * 


Joseph A. Flynn on Ranch 


Joseph A. Flynn, vice-president of 
the Fidelity & Deposit, in charge of 
the New York department, has gone 
te Colorado for a month or so for a 
well-earned vacation. There his son 


has a ranch. 
* # 


Next Big Job, What? 


Just what the next really big con 
struction job in New York city will bo 
is a question. Not until the present 
subway projects are disposed of will 
there be any opportunity to assume 
new obligations. However, it seems 
pretty well established that ere long 
it will be necessary to rebuild prac- 
tically all the sewage system of lower 
Manhattan to care for the greatly in- 
creased strain put upon it by the mut- 
tiplication of skyscrapers, with their 
thousands of occupants. This enor- 
mous job will call for some big bonds. 
Those who have given the subject con- 
sideration believe that when the plans 
are completed they will call for tunnel- 
ing so deep that none of the present 
system will be disturbed. Then, too, 
there will come the problem of street 
widening. No doubt this will be done 
in a‘number of places where it is yet 
possible, and will present some new 
problems for the surety man who is 
to furnish the necessary bonds. 


Policies on Women 

(Continued from page 17) 
is generally long, often many months 
elapsing before jt is finally closed. Not 
only have all the various parties inter- 
ested to be reconciled but the obstacles 
which invariably arise must be over- 
come and finally the policy must be 
made to fit the peculiar features of 
the business and the special desires of 
the employer. 


Supplementing Compensation 

In the case of the Model Brassiere 
Company, the compensation insurance 
carried by the employer protects the 
workers for accidental injuries  suf- 
fered while at work in the factory. 
This leaves them unprotected from the 
following causes of disability which 
are beyond their control: (1) Acei- 
dental injuries occurring outside the 
factory; (2) all disability from disease. 
Therefore, the North American <Acci- 
dent policy is designed to fill this gap. 
Its requirements are only that the em- 
ploye be of good moral character and 
that he shall furnish a physician’s re- 
port of all disability and prompt notice 
of injury or sickness at the factory 
office. The benefits covered by this 
policy are as follows: For accidents 
occurring outside the factory, $6 a 
week for 26 weeks after the first seven 
days, with the same benefits for gsick- 
ness. 

The Ansonia Clock Company policy 
is still broader, providing as follows: 
Accidents occurring inside factory— 
occupational accidents—half wages for 
second week of disability only, as com- 
pensation insurance covers after the 
second week of disability. Accidents 
outside factory—non-occupational—half 
wages for twelve months after first 
week. Sickness is covered for six 
months. after first week of disability. 
Death is covered for non-occupational 
accidents for $100 first year; $200 sec- 
ond year, and $300 third year. 


Variety of Forms Used 

Still another group policy provides 
$7 a week for the period of disability, 
not exceeding 52 weeks for accident 
and 26 weeks for illness after the first 
seven days, with $100 for death by any 
cause. Therefore, group insurance may 
cover health insurance only, or health 
and accident combined, or health, ac- 
cident and death combined. It may 
cover the first week of disability or 
may exclude any number of days of 
disability that may be agreed upon. 
Compensation insurance covers, in 
most States, after the first two weeks 
of disability and often employers wish 
to have the second week covered un- 
der the group policy, as it is believed 
that two weeks is too long a period for 
the employe to be without protection. 


Cost of Protection Low 

Group insurance as now written is 
inexpensive. The premium ranges from 
$2.54 a year up for each employe as 
additional coverage is desired. On a 
policy covering health and accident dis- 
ability from the first day of disability 
and accidental death insurance for $500 
by both occupational and non-occupa- 
tional accidents, the annual premium is 
approximately $9. The task of the 
group insurance expert is to provide 
anything that may be desired and at 
the right price. 


LONDON G. & A. 


Home Office Statement Shows Contin- 
ued Prosperity in All Parts 
of the World 


The “Policy Holder,” of England, 
prints these observations about the 
home office statement of the London 
Guarantee & Accident: 

“The outbreak of war, instead of 
bringing fresh troubles, as has been 
the case with so many other insurance 
offices, would seem to have had the 
opposite effect on the business of the 





London Guarantee, and the all-round 
success achieved by the Company in 
1915 was followed by excellent results 
in 1916. An outstanding feature of the 
accounts before us is an increase of no 
less than £327,291 in the combined net 
premium income, this, we gather, be- 
ing to some extent attributable to in- 
creased premiums for workmen’s com- 
pensation consequent on the higher 
standard of wages and the enhanced 
prosperity and activity of business in 
the United States. In the accident sec- 
tion the net premium jncome has aéd- 
vanced from £114,451 to £124,534; in 
the employers’ liability (United King- 
dcm) branch the premium receipts 
were slightly less than in 19165, viz, 
£47,332 as against £48,872; in the gen- 
eral section (including fire, etc.) the 
premiums received amounted to £1,409,- 
790, aS against £1,091,042 in the pre- 
ceding year. A satisfactory profit was 
obtained in each branch of the busi- 
ness, and the trading account for the 
year, comprising all three sections, is 
as follows: 

TID, fo hea bie bd winokae £1,581,656 

Claims (53.7%). .£848,787 

Exp., etc. (36.5%) 577,372 

—— 1,426,159 


Gross surplus ......... 155,497 
Deduct for unexpired lia. 136,530 
Net trading profit..... 18,967 
Interest and dividends... 31,953 
Trans. to profit and loss £50,920” 





F. & D. MEETING 





Directors of Company to Date Have De- 
clared $6,904,888 in Cash 
Dividends 





At the recent quarterly meeting of 
stockholders of the Fidelity & Deposit 
Co. the usual quarterly dividend of 4 
per cent., $120,000, was declared, pay- 
able on September 30. This makes 
$6,904,888 paid to stockholders in cash 
dividends. President Warfield submit- 
ted a statement of operations for the 
eight months. In that period the Com- 
pany earned above all losses, expenses 
and legal reserves, $508,693.36, in face 
of increased business on its present 
lines of $530,959.89, necessitating an in- 
crease in premium reserve alone of 
$349,753.85. 

The Company carries its foreign de- 
posits at the present exchange rate and 
has set aside reserves for contingen- 
cies in the foreign countries and for the 
further liquidation of the American 
Bonding Company and a sinking fund 
for its home office building. 

The dividends for the nine months 
as of September 30 amount to $360,000. 
Above all losses and expenses and legal 
reserves and the special provisions 
mentioned above, the Company earned 
these dividends at the end of August, 
with a margin to spare. 





Just say: 


“Insurance 
Man”— 


the open sesame 
to every courtesy 
within our power. 





Room with de- 
tached bath $1.50 
and $2.00 


Private bath $2.50 


pot 4 
ieee and $3.00 
REVOORT Hotel 


Insurance Headquarters 
MADISON ST.—East of LaSalle 


CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mer. 
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CASUALTY AND SURETY POINTERS 





‘Not long ago the Fi- 
delity & Deposit an- 
nounced that it had re- 
maining but a small 
amount of unearned 
compensation’ and employers’ liability 
premiums on its books and soon these 
two elasses of business would be but 
memories. Then it added: 


“The knowledge that in a matter of 
days the company cannot suffer any 
further workmen’s compensation or em- 
ployers’ liability losses is a genuine 
comfort. We are in the best position 
of any company in the country to judge 
the ultimate cost of workmen’s compen- 
sation business. Our experience shows 
that the legal ratio for loss reserve for 
compensation is woefully inadequate. 
From a survey of the figures, we pre- 
dict grief to the company that is de- 
pending on existing legal reserves to 
liquidate its compensation losses. As 
for ourselves, we have had our opera- 
tion and are out from under the anaes- 
thetic. We not only have made a 
speedy and complete recovery, but as 
an evidence of increased health and 
vigor, we are making greater strides in 
the fidelity, surety and wpreferred cas- 
ualty lines today than ever before. Like 
the man who died in Chicago and left 
positive instructions that music, gaiety 
and laughter prevail at his funeral 
rather than mourning and tears, we 
feel like ordering a festal day and let 
ting joy reign unconfined as the last 
dollar of compensation and employers’ 
liability filters through to our earneu 
premium account, taking with it all pos- 
sibility of further losses on that non- 
lamented business.” 


Sees Danger 
in Legal 
Reserve 


* * * 


Success is the natural 


Failure Wins” status of man—he was 


Only By a~ given dominion. In 
Foul the divine plan there 

can be no failure. The 

contest between success and failure is 


It consists in withstand- 
ing the inclination to doubt that suc- 
cess is our birthright. It is not a con- 
test of forces over which we have no 
control, but is a condition of mind that 
is within our power to regulate. 

When it becomes firmly established 
in our consciousness that success is 
our birthright—that it belongs to us as 
surely as light belongs to a sunbeam, 
then we can know that our part in this 
contest between success and failure is 
simply to close the door of our mind 
against every suggestion that we can 
be deprived of what rightfully belongs 
to us. 

Having assured ourselves of our right 
tc success, we shall be mentally alert 
to take the steps which will bring out 
in our lives the proofs of success and 
we shall meet every adverse situation 
with the assurance of the victor. 

If at present we seem to be in the 
hards of Failure, we can. know that he 
must have won through a “foul.” We 
should promptly protest against the 
wrong decision which ‘has placed us 
in his hands—put up a good fight for 
our: rights and find our proper place 
with success —Massachussetts Accident 
Bulletin. 


a mental one. 


* * * 


There are in every 
community persons who 
have old monthly acci- 
dent policies which do 
not pay for the first 
week of disability. Most-of fiese in- 
sured would be willing to pay the ad- 
ditional premium for a better policy if 
the subject were brought to their at- 
tention. Naturally it is the agent who 
sold. the old policy who should take this 
up with the insured before a possible 
claim is made and a misunderstanding 


Replace, the 
Inferior 
Policies 


arises over the first week of disability. 
Besides there is extra money in it for 
the agent. If the agent who sold the 
original policy is not wide awake 
enough to see the advantage of this 
conversion of old and inferior policies, 
some other agent will be on the job and 
not only get the business away from 
the first agent but place him in the 
light of selling an inferior article and 
not protecting the interests of his pol- 
icyholders. 
+ n * 


With the universal appli- 


Incentive cation of workmen’s com- 
To Write pensation has come a 
Groups demand for inexpensive 


disability insurance which 
does not cover the hazards of occup:- 
tion. In other words, the insured is 
saved the expense of carrying double 
insurance while following his occupa- 
tion in order to have insurance cover- 
ing him at other times. To provide for 
this desire policies have been designed 
which are sold on the group plan. That 
is, ten or more employes of one con- 
cern, or ten or more persons following 
the same occupation, although not nec- 
essarily employed by the same firm, 
may be included in such a group. By 
the use of riders the policies may be 
made to cover all of a person’s time, 
instead of only that portion ordinarily 
not covered under the workmen's com- 
pensat on contract. 


+ * * 
The keener the _ in- 
Mental View- terest you create the 
point Must more easily your pros- 
Be Right pect will reach a de- 
cision. The nearer 
you place the accident or disability 
contract to that which is personal and 
valuable to him, the better are your 
chances of securing his signature upon 


the application. Although a man’s life 
is generally his most valuable posses- 
sion, do not dwell upon that fact too 
much when presenting your proposi 
tion. Emphasize the loss of time pos- 
sibility; the possibility that deprives 
the average man of the things he is 
accustomed to and often the necessities 
of life. It will appeal more to him. 
Remember that an accident or disabil- 
ity policy provides a five-fold protec- 
t‘on. It insures against loss of life, 
sight, members, total and partial loss 
of time. It is plain, therefore, that a 
greater number of persons can be in- 
terested in a proposition insuring an 
income in the event of disability, than 
in one providing an indemnity only for 
loss of life, sight or members. Think 
this over. Try the plan on your next 
prospect and you will be convinced 
that it gets results. 

Your mental viewpoint is everything 
in selling personal accident and health 
policies. It must be right. Make it 
so, and concentrate on your proposition. 
Get enthusiastic. Show that you be 
lieve in your policy yourself before ex- 
pecting anyone else to believe in it. 

In other words, give your prospect an 
appetizer. Create in him a real desire 
for the contract which you have de- 
cided bests fits his needs.—J. D. Rus- 
sell, Boston, in “The Fidelity Journal.” 


NEW INDIANA STATE AGENT 

A. L. Simmons, of Indianapolis, In- 
diana State agent for the London & 
Lancashire Indemnity, has been drafted 
and is succeeded by D. K. Ehnes who 
has been in the insurance business for 
some time and located recently in 
Indianapolis. 





Major Ralph F. Proctor, chief en- 
gineer for the Maryland Casualty, is 
now constructing quartermaster in the 
United States Army. 





W. E. SMALL, President PETER EPES, Agency Mer. E. P. AMERINE, Secretary 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........$1,526,022.81 








The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Russell R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonze G. Brooks, Ass’t Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 


CHICAGO Resident Manager 
55 JOHN STREET 
F. W. LAWSON New York 
General Manager ? 
Elmer A. Lord & Co. 


Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


145 Milk St., Boston 
Resident Managers 
New England 





Established 1869 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 








BUSI NESS=BUILDERS 








DEVELOPING 
Fidelity and Surety Bonds, Liability Workmen’s 


‘Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Maneniiunelte Bonding and Insurance Company 
BOSTON . T. J. FALVEY, President 
Paid-In Capital $1,500,000 Write For Territory 














The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Office—92 William St. 











SEMI-ANNUAL STATEMENTS JUNE 3S, 1917 4008,206.20 
BODE .casecycccsvccsesssoceesn¢eenses snntoncensasensecscesess 005,236. 
yo a seco neenstpenaecenpeusecs costiegsatevessente ey 
RTT 000,000. 
Surplus over all 3 ye eee ELE EI AE EE 2,610,043.62 
Losses paid to June 30, 1917.. eee eceeeceseeeoscos 58,554,792.60 
This Company issues contracts as follows: Fidelity Bonds; Surety Bonds; Accident, 
Health, and Disability Insurance; Burglary, Larceny, and Theft Insurance; Plate Glass 
Insurance, Liability Insurance -Employers, Public, Teams (Personal Injury and Prop- 
erty Damage). Automobile (Personal ~ “gy Property Damage and Collision), Phy- 
sicians, Druggists, Owners and Landlords, Elevator, Workmen's Compensation-Steam 
Boiler Insurance; Fly-Wheel Insurance. 
HAWAIIAN RESULTS GIVEN sia ad 
Miscellaneous casualty business done The Employers Liability 
by companies operating in Hawaii last . 
year may be summarized as follows: Assurance Corporation Lid. 
. r ai an eading Liability 
Premiums. Losses Seouranse Compeny in the World 
Accident and health. . » $45,701 $5,330 LIABILITY, STEAM BOILER, 
Automobile liability ... 40,301 4,928 | «ACCIDENT, HEALTH, FIDELITY 
Sy er 677 eee AND BURGLARY INSURANCE 
Employers’ liability 7,460 2,565 United States Branch 
Fidelity and surety..... 44,073 3.779 | SAMUEL APPLETON N, United § States Mer. 
Plate glass .....cceeee- 2,684 317 Employers’ Liability 
Package ...--+-+++++++: 205 --> | 33 BROAD STREET, SosTou, z=, "mass. 
Property damage ...... 3,807 979 AGENTS WANTED 
W’kmen’s compensation.101,486 18,753 
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The Columbian National Life 
OF BOSTON 
ARTHUR E. CHILDS, President 
A CHANGE may be necessary to realize your ambition 


Think a minute—then write 
WM. H. MASTIN FRANK D. LOMBAR 


SUPERINTENDENTS OF AGENCIES 
(West of the Mississippi). (East of the Mississippi). 
SYMES BUILDING 77 FRANKLIN STREET 
DENVER, COLO. BOSTON, MASS. 


DARL D. MAPES, Superintendent of Accident Agencies 
77 FRANKLIN ST., BOSTON, MASS. 


The service of a high grade Accident Department will also be offered so 
that you will not have to broker your Accident business to avoid violating 
your Life insurance contract, 


In addition to the ordinary forms of life insurance 


THE EQUITABLE 


makes a specialty of the following: 


Insurance to protect business firms and corporations, under a corporate 
form of policy. 





Group Insurance, by which employers protect families of employes. 





A flexible contract, known as the Convertible Policy, which can be 
converted by the Insured into an Ordinary Life, Limited Payment Life, 
or Endowment Policy. 





A Bond issued without medical examination giving the investor an income 
for his declining years. 

A new policy is offered under which the insurance 
is DOUBLED if death results from ACCIDENT. 
This policy also embodies the following advantages if 
the person whose life is insured becomes totally 











and permanently disabled: 





WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,00c under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 


FIRST, it ees that in case of death from any cause, $5,000, the face of the 
Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED accident, $15,000, or THREE 
TIMES the face of the Policy, will be paid. 

BUT THIS IS NOT ALL. The Accident Disability Endorsement FURTHER guar. 
antees that in case of total disability as a result of accidental injury, the Company 
will pay direct to YOU at the rate of $50 PER WEEK during such disability, but nor 
to exceed 52 weeks, after which the weekly indemnity will be at the rate of $2, PER 
WEEK throughout the period of disabilit Can insurance do MORE? And why 
should any man be satisfhed with a policy that would do less? The cost is low. 

Agents wanted in Maine, New Hampshire, Vermont. Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgia, Delaware, Mary] and, Mississippi, 
Kansas, Missouri, An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 
Home Office, United Life Building - Concord, New Hampshire 


1. Thereafter the Equitable will carry the insurance 
—The Insured will have nothing further to pay. 

2. The Equitable will pay the Insured an annual income 
for life equal to one-tenth of the face of the policy. 

3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


(See the policy for conditions and details.) 
For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 
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THE OHIO MILLERS 


MUTUAL FIRE INSURANCE COMPANY 
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National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1917, to New York Insurance Department 


LIABILITIES 
Capital Stock, All Cash........-.cccscsecescsecccesccsccccceces $2,000,000.00 
Funds Reserve to Meet All Liabilities, Re-Insurance Re- 
serve, Legal Standard........cccccocsccsccccssovcccvececcccees 9,912,715.84 

Unsettled Losses and Other ClaimS..............sssseeescsvees 1,878,398.32 

Net Surplus over Capital and Liabilities.............-ssseeeee 3,743,747.60 

Total assets January 1, 1917............ $17,534,861.76 
H. A. Smith, President F, D, Layton, Ass’t Sec’y F. B. Seymour, Treas. 
G. H. Tryon, Secretary S. T. Maxwell, Ass’t Sec’y C. B. Roulet, Gen. Agt. 


SURPLUS TO POLICY HOLDERS, - - $5,743,747.60 



































STOCK POLICIES ONLY 


BUSINESS SOLICITED FROM 
AGENTS AND BROKERS 


FIRE ASSOCIATION _ Of Philadelphia 
401-405 WALNUT ST. 
Incorporated 1820 Charter Perpetual 
Assets $10,046,848.04 


Organized 1817 
Cash Capital $750,000 
E. C. IRVIN, President T. H. CONDERMAN, Vice-President 


8 MORTON, 2nd Vice-Pres. M. G. GARRIGUES, Sec. and Treas. 
| R. N. KELLY, Asst. See. . and ‘Treas. 












































———~— 











———_ — 


San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 






U. S. Gash Assets, Dec, 31, 1916 $15,827,439.35 
Surplus, - - - = §,460,745.59 
Losses Paid by Chicago Fire, 1871 3,239,491.00 
Losses Pald by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904 — 1,051,543.00 
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CIMICED 
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Over $152,000,000.00 


Losses Paid in the United States 









HENRY W. EATON, Manager 

G. W. HOYT, Deputy Manager 

HUGH R. LOUDON, Assoc. Deputy Mgr. 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 








NEW YORK OFFICE 
80 William Street 


















